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AS A os BOOT and SHOE 
TURE! ALOR 


THE GREAT NATIONAL SHOE WEEKLY 


Unpredictable as the future may be, it is our 
ntention to do everything possible to see that Fortune 
ill still be, tomorrow, America’s leading brand in its price 
feld. In today’s confusion of population shifts and boom towns . . 4) worm 
ith pleasure driving eliminated or sharply curtailed . . . with every 
American buckling down to a real war time economy . . . we are endeav- 
ring to make the sturdiest, the most comfortable shoes possible. 
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s7 d, so that traffic will be directed to your doors, we are pro- 
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| Cover ecting our years of investment in national advertising 
59 


20 ind making available a powerful program of local 
13 


$8 ie-in advertising. Fortune backs you up to 
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3 eep you in front—today, 


nd in the future! 
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SOME STYLES HIGHER 


FORTUNE 


CHLAND SHOE COMPANY 4 DIVISION OF GENERAL SHOE CORP. NASHVILLE, TENNESSEE 





x = 
er 3 


Pe 





Fe ne re 
— E = “ 


~ — 
— STS 


ae 
-* a 


CHECK THESE OPPORTUNITIES 


FOR ECONOMY IN HEEL SCOURING 


| Are you using a wider heel scouring wheel and abrasive strip than you need? Is the 
center of your abrasive strip too often left unused? It is real economy to standardize 
on the narrowest wheel and strip possible for the heel heights in your factory. On an 
occasional case of extra height heels a slight overlap on the surface of the abrasive 
strip does not greatly reduce the efficiency of the scouring material. 


2 You will find that substantial savings can 
be made on purchases of flat heel scour- 
ing materials by ordering 50-yard rolls of 
“Carborundum-Amunite” paper, cloth 
or combination cut to narrow rolls of the 
width suitable for your heel scouring 
requirements. 
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Discussing abrasive problems with foremen and operators in the 
f; is one of the ways United salesmen are able to render Seek Ser tte Sect. tho Walon 
actory is one O y Shield inside the Carborun- 


practical money saving service. “United” service, here as in all dum Circle identifies UNION 
and CARBORUNDUM BRAND 


(B/C manufacturing problems, is planned to help you ac- ached Abtconiei, 
complish your main objective—making better shoes. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








IN 1931 editors were headlining the news about a 
moratorium on the vast intergovernmental debts 
caused by World War 1. But smart shoe buyers 
were headlining Foot Saver’s Gypsy Ties, 





then in their 11th year and constantly 
growing in importance—both to the women 
wearing them and to the retailers stocking 


Vendome them. 











WAR BONDS are star investment news today 
...while the 1943 versions of the Foot Saver Gypsy 
Tie are featured more than ever by Foot Saver 
merchants and are recognized as star investments 


in fit and comfort by America’s walking women. 


FOOT SAVER GYPSIES 


“The Shoe That J & K Made Famous” 
THE JULIAN & KOKENGE COMPANY, COLUMBUS, OHIO 
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missing box toe heater 


Neither Scotland Yard nor the Crime Club can solve it. Frankly, we’re 
baffled. Read the evidence. If possible, find the motive and work out the 


solution. 


6... Yet our records list it on loan 
and in use. Not to be found in lasting 
foom, stock room, or cellar — gone into 
thin air! Last seen two months ago, wear- 
ing a copper overcoat, in the company of 
Old Man Hindsight, as vicious a villian 
as ever trod the boards in an Opry 
House meller-drammer. 

Seriously, its loss is important. Not one, but 
hundreds of irreplaceable box toe heaters made 
from critical copper, stainless steel, brass, and 
tast iron have been lost by careless handling — 
wually through putting off their return until 
tomorrow as today seems short of minutes. We 
tannot make new box toe equipment for the 
duration. Our 1943 complement is being served 
to Messrs. Hirohito & Co. as part of an indigesti- 
ble metal diet, and though our stocks are com- 
_ we no longer have an abundant supply of 

ters to cover needless shortages. 


Box toe heaters are as important to 
you as they are to us. Don’t lose them. 
Don’t store them. When replaced for any 
reason, return them at once. Take care of 
them by following a few simple rules and 
add months to their span of efficient 
usefulness. 
DON’TS for box toe heaters. (Please pass on 
to lasting room foreman.) 
Don’t operate electric heaters at voltages in excess of 
the unit resistance marked on each heater. 
Don’t operate heaters without water in boilers. 
Don’t carry water supply cans by the spout — use 
handle. 
Don’t fail to clean gas burners every six months. 
Don’t order units, water cans, and other supplies in ex- 
cess of the amount actually needed. 
Don’t retain heaters not needed on the line. 
Don’t stock them “for the time being.” Send them back. 


BECKWITH MANUFACTURING CO., DOVER, N. H. 


Decuwrts 
BOX TOES 


VICTORY 
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“It’s always 


Matched Pairs 
with Celastic”’ 


ge FL gl ge a ah 


ee ee 


The Matched Pairs being inspect- 
ed — a type popular with walkers 
and workers — are made with 
Celastic “Heavy Duty” box toes. 


When a shoe factory foreman checks shoes made with Celastic Box Toes he finds 
“identical twin” toe structure. He knows, too, that each pair of finished shoes repre- 
sents a faithful reproduction of the line and form of the last. 

Finally, he can appreciate the satisfaction that the wearer will have because he saw 
how the solution-softened Celastic fused the lining, box toe and doubler into a single 
three-ply unit. In such a toe structure there is ample strength and resiliency to protect 

smart appearance and to assure toe comfort for as long as the 
shoe is worn. Celastic makes possible this toe comfort by 
eliminating torn and wrinkled toe linings. 

Because shoes made with Celastic meet the high standard of 


the final factory inspection for trim and well mated appear- 


ance, they are called MATCHED PAIRS. 


f= UNITED SHOE MACHINERY CORPORATION 


SE en BOSTON, MASSACHUSETTS 
_ THE QUALITY 
BOX TOE 
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TREE 


( FULL TYPE ) 





A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 






The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
In demonstrating the ease and simply constructed parts of wood. 


speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
pencil to solid end of pin, 







will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 













FIRST ADJUSTMENT — Pin in 
second hole in tree, last hole 
in joiner far slight increase in 
length. 







first hole in tree, first hole in 


SECOND ADJUSTMENT — Pin in q 
joiner for greater size length. 
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| ©. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 
; Branch of United Shoe Machinery Corporation Nee 
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Official U. S. Navy photograph 


---for the boys who dish 


it out Evidence of the 
qualities that help sell your shoes of 


liallurta Kongo lif 


a san calf When it comes to handing out punishment, those bluejackets of 
N rded grain ours don’t take a back seat in anybody's war. (For further details, 
hand-bo? see Admiral Yamamoto & Co.) 


; \t And their equipment must be able to stand up under severe condi- 
* Cretan Ca loz tions. That is why we are proud that Kongo Calf meets the U. S. 
¥ th but not 9 Navy's strict requirements for shoes. 


Here is further assurance that this handsome, sturdy leather has the 
° calf properties that attract, win, and hold business for you. Kongo Calf, 
a chrome-tanned leather, takes either a bright or dull satin finish 


jstant oe ' ; ’ 
and is suitable for a wide range of shoes, both men’s and women’s. 


While much of our production is going to war uses, we can still sup- 


ply some footage for civilian use. So check the Gallun numbers on 
your next order. A. F, Gallun & Sons Corporation, Milwaukee, Wis. 
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The MILITARY MONK 


To retail at 5 () 





THE FLORSHEIM SHOE 
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Makers of Fine Shoes for Men and Women 


COMPANY « CHICAGO 






The SAUCY LADY 













with walking honors 


a. you're talking about walking shoes (and 
who isn’t, these days?) you're talking the language Florsheim knows 
best —for the makers of Florsheim Shoes for Women have specialized 
in quality walking shoes these fifty years. With tire-less cars calling 
for tireless feet . . . with M-217 demanding simplicity . . . with our 
war effort calling for conservation—it’s no wonder more and more 


women are changing over to Florsheims—truly today America’s most 





walked about shoes. 


The SASSY 
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That’s Why Foot-Joy’s Proven Comfort 
Advertising Theme Gives Dealers a Big Plus! 


TODAY, shoes are bought for comfort — proven com- 
fort. For war workers, business men, military men are 
on the go too much to take chances with tired, aching 
feet. 

They want a shoe like Foot-Joy — a shoe that’s nation- 
ally advertised as the choice of many of the coun- 
try’s leading golfers—a shoe so comfortable and 


smart that these famous champions stick to it just 


as closely in military life as they did in civilian life. 
They want a shoe with a background of proven com- 
fort. And this is just what Foot-Joy’s advertising theme 
“Champions Pick Em” — supplies. 
That’s why it’s such a big plus for dealers. And that’s 
why it will pay you to write for a catalog of FOOT-JOY* 
Shoes and get acquainted with the unusual possibilities 


in this smart, fast-moving line. *T. M. Reg. U. S. Pat. Of. 


FOOT-JOY Show bor Wew 


Makers—FIELD AND FLINT CO., Brockton, Mass. — Also Makers of Dr. Locke Shoes for Men and Boys 
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NOW we have reached the day and 
age when the merchant must take 
over some responsibility for the 
right shoe for the right purpose in 
the right fitting. Not so many 
years ago, we went into a small 
town where the one store had 
prided itself on its extra good fit- 
ting skills, had dumped all of this 
“troublesome business” and taken 
over a smooth fast-selling line of 
shoes. Merchants said, “Shoes are 
only accessory to the costume, and 
I am tapping the territory for one 
hundred miles around, and boy, am 
I making money.” We asked him 


$ GH Ww 
2 ss 





what became of his “fitting trade” 
and he said, “What the hell do I 
care, I am in this business to make 
money and all I got was the aches 
and woes and worries. of mankind 
at the fitting stool.” Well, times 
have changed; that merchant is 
seeing the light of day. 
Transportation difficulties and 
other things have made imperative 
a living business within his nearby 
territory. His source of supply now 
has shoes with fitting value first. 
and fanciful style second. The mer- 
chant, in the process of restoring 
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his business to a shoe business, has 
also restored his soul. 

Make no mistake about it; there 
is a soul to the service of shoes, 
and it is again appearing through- 
out the land. Don’t be an accessory 
to a crime of misfitting, be it a 
child, a juvenile or adult. 

There is more to the shoe busi- 
ness today than quick profits mul- 
tiplied. There are the realities of 
public service. Some day as an 
articulate industry, we will be will- 
ing to put aside a penny per dollar 
of our earnings for the rebuilding 
of foot locomotion. Nothing holds 
a group of people together better 
than an interest in mankind. Shoe 
men have a stake in the future if 
they contribute something to human 
progress. It will do your heart 
good to go to a hospital or an 
asylum, or into the homes of the 
poor, and give your charity in the 


form of shoes—correctly fitted. 
* a - 


EDWARD T. DICKINSON, JR., 
Executive Director of the Planning 
Committee, War Production Board, 
Washington, D. C., at the N. R. D. 
G. A. conference, said: 

“The curtailment of consumer 
outlays is not due, as we all real- 
ize, either to the lack of demand or 
to the lack of purchasing power. It 
is due primarily to the unavailabil- 
ity of materials, facilities and man- 
power for the production of goods 
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of the Trade 


in addition to the vast amounts in- 
dustry must produce for our armed 
forces and their allies. We are, 
therefore, faced with a situation 
wherein purchasing power in con- 
sumers’ hands is increasing rapidly 
while the supply of available con- 
sumers’ goods and services is dimin- 
ishing. Without controls we would 
be entering a period fraught with 
inflationary dangers. 

“Complete rationing may not be 
inevitable if the retail trade is will- 
ing to take the initiative in de- 
veloping methods to maximize the 
production of essential civilian 
goods. (A military formula for 








success is often stated as ‘getting 
thar fustest with the mostest.’ Your 
formula might be ‘to get the mostest 
out of what we got.’) Quite clearly 
you must find new ways of fully 
utilizing the available supply both 
for your own sake and for the mil- 
lions of Americans who depend on 


you. 

“So long as the trade continues 
to demand an infinite variety of 
goods, your sources of supply will 
strive to provide you with them and 
thereby drain manpower, materials 
and facilities that could be better 
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devoted to turning out an over-all 
increased supply of simple, stand- 
ard and essential merchandise. 
You, and you alone, can simplify 
consumers tastes and even make 
them like it.” 


* * . 


FREEDOM of the seas! All hail 
to an outfit that believes in the 
independence of the foot. Fit for 
duty! Freedom of selection is 
made possible under the terms of 
the Women’s Reserve Uniform 
Plan—for the shoes and gloves 
worn with the uniforms of the 
Women’s Reserves of the Navy and 
Coast Guard are not controlled nor 
are they Government issue. 
WAVES and SPARS may pur- 
chase these items from sources of 
their own selection. So if in your 
community you have the WAVES 
and the SPARS in training or in 
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the Service, you have an oppor- 
tunity to sell them shoes and gloves, 
approved by the Navy for the Wo- 
men Reservists. In fact, the Bu- 
reau of Supplies and Accounts is 
now appealing directly to manufac- 
turers to help the retail stores sup- 
ply the demand. 

Copies of the uniform regula- 
tions, specifying the types of shoes 
and gloves approved for the 
WAVES and SPARS, and lists of 
the retail stores which have been 
licensed by the Navy to sell ready- 
made uniforms to members of the 
Women’s Reserve of the Navy and 
Coast Guard are being sent by the 
Bureau to all shoe and glove manu- 
facturers with a request that they 
arrange with the retailers for a 
sufficient supply of the needed 
shoes and gloves in areas where 
WAVES and SPARS are stationed. 


The Navy does not purchase any 


items of uniform for WAVES and' 


SPARS. Both officers and enlisted 
personnel of the organizations are 
given a uniform gratuity and pur- 
chase their uniforms from licensed 
retail stores—except for the uncon- 
trolled shoes and gloves which may 
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©. How much money had been 
authorized for war expenditures up 
to the end of 19427 

A. The astounding sum of 238 
billion dollars. 

Q. What is the goal for war ex- 
penditures during the current year 
— 1943? 

A. Approximately 100 billion dol- 
lars. 

Q. Has our total national income 
ever reached 100 billion dollars 
prior to 1942? 

A. Never. 

Q. How about the great "boom" 
year of 19297 

A. National income that year 
was only 85 billion dollars. 

©. What does next year's bud- 
get mean to us as individuals? 

A. It represents $825 for every 
man, woman and child in the coun- 
try, or $325 more than the average 
amount of goods and services which 
will be available for civilians in that 
year. 

©. What's the answer? 

A. You tell mel 


President 





be purchased wherever the ap- 


proved styles are sold. 
* * . 


ALL the employees of the Cutting 
Room Appliances Corporation of 
New York received war bonds from 
H. Walter Gilbert, president of the 
firm. Bonds were also sent to all 
the men in the Armed Forces, who 
have been employees of the com- 
pany. One of the boys in a foreign 
war-field wrote: 

“Dear Mr. Gilbert: I received 
the letter and gift you sent me and 
I want to thank you very much for 
it. The United States is a great 
country, and buying a share in 
America in the form of War Bonds 
is truly the finest gift anyone can 
give or receive. I am proud of my 
present occupation, of being part 
of the greatest Army in the world. 





True, | am a very minor cog in 
a great big wheel, but it is the little 
guy from the various sections of 
our land that are doing glorious 
feats on the wide-flung battlefield, 
of the world.” 


. . 7 


SENATOR JAMES E. MURRAY, 
Chairman of the Special Senate 
Committee to Study the Problems 
of American Small Business, says; 

“It is utterly impossible for » 
group of men, who are totally un 
familiar with the varying conditions 
of American life, to sit behind closed 
doors in Washington and deter 
mine an over-all program to fit the 
entire country. What is proper for 
Texas or California may be quite 
different for New England. To be 
effective, our Government planning 
must fit the varying conditions of 








the entire nation. Moreover, it 
must be based on the sanction of 
the people as a whole. 

“The people of this country are 
anxious to win the war. They are 
patriotic. They are willing to sac- 
rifice. They are an intelligent peo- 
ple. They should not be harassed 
or have their business destroyed by 
arbitrary or unnecessary regula 
tions. They should not be ignored 
in the planning of regulations 
which may have the effect of 
death warrant on a business which 
took a lifetime to develop. In other 
words, the people should be called 
into council in planning these civil 
ian war-time programs. 

“More specifically, the retailers 
and wholesalers of America, who. 
after all, man the major supply 
lines of the home front, must be 
permitted to contribute their knowl: 
edge and understanding to the solv- 


tion of these problems.” 
* * a 


“YOUR SERVICE STATION FOR 
1943” is the new store-wide slogan 
adopted by the May Company of 
Los Angeles, at the suggestion of 
Paul Kirsh, manager of the shoe 
department. The store will also 
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eyntinue its previous sales slogan 
uf “Shop Under One Roof” which 
has proven to be a very successful 
rallying call, to bring the people 
downtown to shop. 


£. H. SCULL, president of E. H. 
Scull Co., New York, and formerly 
Chief of Clothing Section, and Spe- 
cial Assistant to the Deputy of 
Textiles, Clothing and Leather Divi- 
sion of the War Production Board, 
Washington, D. C., gives the fol- 


lowing recommendations: 








“]. Prepare yourself for some shortages 
in practically all lines for if the war lasts 
through 1943, there will be plenty of 
things that will be critical. 

2. Be sure you have the largest possi- 
ble reserves in your business. 

3. Intelligently overbuy when you have 
the opportunity. ; 

4. Selectively sell. Analyze your cus- 
tomers’ accounts now and make a list of 
those fussy customers whose high rate of 
returns have made their accounts un- 
profitable. 

5. Get on the band wagon and go after 
the factory workers’ business with at least 
a new department having a comprehen- 
sive line of work shoes and clothes. 

6. Make a thorough study of your local 
and nearby resources. Get right with 
them quickly for you may need them 
badly before the year is over. 

7. Cut your expense of operation not 
just a little but a lot. Study self-service 
or semi-self-service. Give consideration 
to all ways and means of operating more 
economically for sooner or later your 
markup will be driven down. Low 
operating cost stores will have the best 
chance of survival. Also, by reducing 
expense you will be getting ready for 
after the war period when I am sure 
lower expense ratios will prevail. 

8. Get set to cooperate with your local 
competition to a far greater extent than 
‘ou ever imagined possible.” 

* * «# 


WALTER A. MAGEE of the 
Crowley Milner Company, Detroit, 
Mich., advocates “Playing down 
the idea of rationing.” He says: 
“We have made a ruling for all 
salesmen in our store that we would 
not tell a customer that there would 
be any shoe rationing, and that we 
do not anticipate any. Neverthe- 
less, our salesmen are all commis- 
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sion people. Even though it is not 
store policy, the individual sales- 
man finds it to his advantage to 
sell more pairs. There is a differ- 
ence in point of view between shoe 
employees and store owners. You 
can’t do anything to stop sales- 
men’s earnings, or you won't have 


them long.” 


THE Merchant—in Public Service 
is pictured by The New York 
Times: 

“Over the counters of America’s 
stores, the world’s most important 
transactions are conducted every 
day. For each of them helps to keep 
democracy alive. 

“In these stores, whether in the 
small county seat or in the great 
industrial center, every woman in 
the country finds herself in a won- 
derland possible only in the U. S. A. 

“And every time she makes a 
purchase, thousands of her sisters 
ir every state are buying a similar 
thing. And this system of free dis- 
tribution is the very heart of 
democracy. Where the farmer’s 
daughter dresses like the million- 
aire’s, the class consciousness that 
destroys national morale cannot 
exist. 

“This system of free distribution 
is a strong protection against infla- 


tion because the competition of 
thousands of stores acts as a con- 
trol on any artificial increase in 
prices. 

“It simplifies rationing and price 
ceilings. 

“It offers the only method of dis- 
tributing fairly and economically 
those goods we still have. 

“Because of America’s stores, 
American women are universally 
recognized as the loveliest and best 
dressed. It is also because of 
America’s stores that they are the 
freest. 








“The priceless service our stores 
render has become something every- 
one takes for granted. The patient 
part the retailer plays in helping to 
win the war seems very rarely un- 
derstood. It apparently is a new 
idea that it was the initiative of 
the merchant which materialized 
our boasted standard of living. Yet 
these are all things of which the 
public should be aware, in order 
that the problems we shall face in 
the months to come will be made 
easier to solve.” 





“It's your husband. 


He wants to know if he should put the meat in the 


oven yet?" 
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SHININ' "EM UP FOR DAD 


Keeping the family shoes clean and 


shining is one of the ways in which 
Girl Scouts are earning money to buy 
war stamps for the Girl Scout Vic- 
tory Fund for relief work among child 
war victims. Boy and Girl Scouts are 
also helping in dozens of ways in 
Civilian Defense community projects. 
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‘Better Care Makes Better Wear 


Teaching active boys and girls like 
these Girl Scouts to take proper care 
of their shoes is not so hard if you 
approach them with an appeal to pa- 
triotism and pride in a job well-done. 


Here's Your Chance to Educate the Coming Generation to 
Care for Their Shoes. Sell Them on the Patriotic Angle of 
Conservation of Shoes and Shoe Leather. Sell Them on the 
Fashion Angle of “Shoes as Shiny as an Officer's Boots”. 


Above All, Sell Them the Polish with the Shoe. 


by ELEANOR RUTLEDGE 


OVER 21 million boys and girls between the ages of 
five and fourteen are walking, running, jumping, kick- 
ing, sliding, scuffing and outgrowing their shoes 365 
days in the year in the 48 states of the Union. How to 
keep them properly shod has always been a major family 
‘problem. As the war goes on it may become a national 
problem. There’s no way of extending the life of a shoe 
for Tommy or Susie Jones once the foot has outgrown 
it, but proper care will make it a better shoe . . . more 
) flexible, more water and dirt repellent, better balanced 
for walking as long as he is wearing it. 

A few weeks ago the RecorDER ran a general story 
on care of shoes—men’s, women’s and children’s. Sum- 
Ming up an average family, we can say that the man of 
the family has taken the best care of his shoes; the 
Woman is beginning to learn to do so, but is just begin- 
Ming; the children avoided the whole matter if they 
tould possibly get away with it. Just recently I over- 
Heard the father of a twelve-year-old daughter, fairly 

inty and clothes-conscious in other respects, asking 

to clean her shoes. Reluctance was very plainly 
own in her face and her answer. 

The tan and white saddle oxford . . . 
. has been really 


number one 


— . 
yorite for several years past . . 
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fashion-right only when it was just as dirty as possible. 
New shoes were given a coat of dirt before the first 
wearing. Now, with the two-tone oxford out for the 
duration, we have a chance to start a new style theme 
for boys and girls. “It’s smart to take care of your 
clothes.” A new standard is being set for youngsters 
these days. Big brother or Dad in Uncle Sam’s uniform 
is immaculate from his cap to his well-shined boots. Big 
sister or Aunt Betty, also in uniform, has to live up to 
the same high standard of personal care. 


T00 here’s one way to dramatize shoe care to your 
younger customers. “Make your shoes shine like an 
officer’s boots.” There are plenty of ways to play up the 
idea with display posters and captions. That’s one angle 
of appeal and it’s a patriotic appeal. Back of the glamor 
of the uniform, however, is a more basic patriotic rea- 
son for taking care of their shoes . . . that’s the idea of 
conservation. Here’s a fine chance to teach these young: 
sters the real value of shoes and leathers. Very simply 
and briefly, why can’t you give them an idea of what 
the qualities of good leather are? Remind them that 
leather is the skin from an animal. That certain oils 

[TURN TO PAGE 28, PLEASE] 











- * Washington Newsreel 


Still Cool to Sales Tax 


War the final tax program may be to raise more and 
still more revenue and thus partially meet the fabulous 
costs of war, remains undetermined. Considering the 
huge and unpleasant job it is not altogether surprising, 
perhaps, that neither the Treasury nor the Congress has 
reached definite conclusions. 

Apparently the Administration is still cool to the idea 
of a federal retail sales tax. This was emphasized by the 
frigid reception given the recent recommendation by the 
Brookings Institution that such a tax be adopted as a war 
emergency measure. The Administration has always op- 
posed a retail sales tax and has not changed its mind. So 
has Congress as a body stood out against such a tax. In- 
dividual members of Congress there are who favor this 
sort of a levy but they are distinctly in the minority. 
There is doubt that either the House Committee on Ways 
and Means and the Senate Committee on Finance, which 
have charge of tax legislation will give any serious con- 
sideration to a retail sales tax. 

* * * 


Tax Yield Held Inadequate 
HISTORICALLY and politically the chances are against 


such a tax. It is frowned upon primarily for two rea- 
sons. First, it hits the little fellow hardest. Secondly, 
the tax would be a relatively small revenue producer. 
The Brookings study, which was financed by the Falk 
Foundation of Pittsburgh, estimates that a tax of 
around 10 per cent on all retail sales, excluding hous- 
ing, medical care and education, would be required to 
raise $5,000,000,000, if there were no exemptions. 

This is in itself a tidy sum of money, even in these 
multi-billion days, but measured against revenue re- 
quirements $5,000,000,000 is only a drop in the 
bucket. Even here, however, the study diminishes. the 
total by saying that the burden on the very lowest in- 
come groups could be lightened either by exempting 
all food items or by means of a flat amount of exemp- 
tion. The study proceeds to say that if the exemption 
was reduced to $200 for an individual and $350 for a 
married couple, the tax would have to be raised 2 or 3 
per cent to return the required amount. 

The Administration in its opposition to a retail sales 
tax has pointed out that in reality an approach to such 
a tax already has been made by the growing extension 
of manufacturers’ excise taxes which obviously are 
passed to the ultimate consumer. 


* * * 


Taxation the Paramount Issue 


TAXATION is undoubtedly the biggest domestic issue 
that confronts Washington—and the taxpayer—right 
now. Why Congress and the Administration cannot get 
together on the obvious first move and adopt the Ruml 
plan or something like is beyond the comprehension of 
the average taxpayer, but the answer probably is that 
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the Treasury at the moment is more interested in how 
lo raise a lot more money than it is in the precise man. 
ner in which the taxpayer is going to foot the bill. 
Chairman George, of the Senate Finance Committee. 
has said that the tax law passed last Fall probably 
represented about the maximum taxation the nation’s 
economy can bear; nevertheless it is now reported that 
the Administration wants to double the income tax 
levies on nine out of every ten taxpayers above the 
level of last year’s tax law, on which, incidentally, 
nothing will have been paid until March 15 of this 
year. Part of this increase might be in the form of 
forced savings, but the net result would be that many 
a taxpayer would have to dig up from six to eight 
times the amount he paid the government in *42. Talk 
of the Ruml plan and other pay-as-you-go methods of 
taxation have given most people an easy feeling of com- 
placency so far as taxation is concerned. Whatever 
plan is finally adopted, however, they will probably 
find the total rather staggering, for no matter how 
thin you slice it, it is nonetheless an obligation that 
has to be met. 
7 7 * 
Goatskin Allowance Unchanged 


TANNERS are permitted to continue to put into process, 
during February, March and April, 220 per cent (or an 
average of 73.3 per cent for each month) of their monthly 
average of raw goatskins, raw kidskins and raw cabretta 
skins put into process during 1941. The percentages, 
which are the same as those in November, r and 
January, are continued by Supplementary Order M-114-a, 
issued by the WPB Director General for Operations. 


New Army Boot for Jungle 


BECAUSE leather shoes last only a few weeks under 
jungle warfare conditions, the Army Quartermaster 
Corps has developed a rubber and canvas boot to re- 
place standard issue service footgear for tropical wear. 
Quartermaster Corps technicians learned that jungle 
conditions and chemicals in tropical soil rotted leather 
in a very short time and that the total life of a leather 
shoe under such conditions was about two weeks. To 
overcome this condition, they developed the new foot- 
wear with a rubber sole and cloth top about 12 in. high. 

The rubber sole contains both crude and reclaimed 
rubber and is not affected by jungle moisture or soil 
chemicals. The cloth top, dyed an olive drab, provides 
a cool, porous covering for the foot and lower part of 
the leg, and prevents leeches and thorns from reaching 
the skin. The new boot can be cleaned and washed 
easily, and is expected to last under the most adverse 
conditions many times longer than the regular issue 
leather shoe. 
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Attributes Success to Quality 


insistence on Quality in the Lines He Sells Has Resulted in Ex- 


cellent Business for O. V. Jennings of Williamsport, Pa., Who 


Has One Son in the Shoe Business and Three Others Entering 


the Armed Forces. 


0. V. JENNINGS in Williamsport, Pa., has built up a 
retail shoe business on the tried and tested lines of 
stocking quality shoes and promoting them by means of 
sound merchandising principles. He is the owner and 
operator of the shoe department in the L. L. Stearns & 
Sons Department Store. Mr. Jennings opened this de- 
partment eleven years ago and built it up until, at the 
present time, the department is doing an exceptionally 
large yearly volume of business. Mr. Jennings modestly 
attributes the success of his department to carrying good 
lines of footwear, plus an excellent sales force. And, 
he adds, “I operate in the finest store in the City of 
Williamsport.” 

Mr. Jennings’ son, Fred, is also a shoe man, owning 
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Stresses Sound Merchandising Methods. 


O. V. Jennings with his four sons. Seated left to 
right: Marshall, O. V. Jennings, James. Standing: 
left, Fred; right, Julian. 


a partnership in the McMahon & Jennings shoe depart- 
ment, located in the Sheehan Dean Department Store in 
Elmira, N. Y. The three other sons, who make up this 
shoe family, Marshall, Julian and James, have been at- 
tending Pennsylvania State College; in the near future, 
however, they will enter the armed forces. 

Mr. Jennings is a regular reader of Boot anp SHOE 
RECORDER and has been one for many years. As he puts 
it, “I look forward each week for the many helpful 
thoughts I have derived from it.” 
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The Case of the SPECIALIZED 


JUVENILE Shoe Shop 


by HARRY GLUCKMAN 


Proprietor, 
The Children's Bootery, 
Beverly Hills, Cal. 


“1943 will probably be our toughest war year, 
both for individual business men and _ corpora- 
tions . . . Dollar volume of all retail store sales down 
ten to fifteen per cent.” So predicts General Leonard 
P. Ayres, vice-president of The Cleveland Trust Co., 
who has been. considered the standard prophet of 
business conditions and trends in the United States. 

Here is one shoe retailer who does not intend to 
permit his volume to decrease one penny if close atten- 
tion to all phases of the business, plus an exceptional 
promotional job will do the trick. 

Communities are closer knit than ever before 
because of war restrictions. A suburban or neighbor- 


Above—Gifts such as those shown here are 
presented to the youngsters and their parents 
with the compliments of the store. Right— 
Trained shoe fitters, especially those well 
qualified to fit children’s feet, are hard to 
obtain, and Mrs. Gluckman pinch hits in the 
store afternoons. Here she presents a patron 
with an individual packet of cigarettes. 
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The Second of our Series of 
"Case Studies" Deals with 
the Methods Used by a Pay- 
ing Children's Shoe Business 
to Maintain Customer Con- 
fidence and Good Will. 


hood store may get some temporary business because 
of gas rationing; then shortage of merchandise may 
cause people to shop around more than usual, espe- 
cially for children’s shoes. 

For those of us situated outside the downtown 
shopping areas, it is NOW or NEVER. We either 
serve the people properly from every angle NOW on 
we will NEVER be in business later. 

Desirable merchandise is becoming scarcer 
scarcer. A sincere shoe man must consider every pair 
of shoes he sells as a pail of cement to the foundation 
of his business. A policy of this nature means that 
when things tighten up, such a merchant will still be 
in business and at the same time have the earned con- 
fidence of his community. 

A bit of background of Beverly Hills from the angle 
of a children’s shoe store: The majority of families 
who are our customers and prospects range through 
the substantial middle class, the retired well-to-do and 
those in the top income earning brackets. 

Gas rationing is working two ways as far as we are 
People who live too far away will not 


and 


concerned. 


trade with us, since we discourage phone and mail 
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Balloons are well liked presents by children of 
all ages, especially when the child sees his bal- 


loon blown up for him. Proprietor Harry 

Gluckman makes a couple of boys happy here, 

although they seem to be somewhat awed by the 
picture-taking process. 


order fitting of children’s shoes. Many more who live 
in this trading district will try out the suburban stores. 
This means NOW a store must fulfill its primary 
object of being a genuine service station. 

During the few months gas rationing has been in 
force in California, the immediate effect was a doubling 
of our normal figures. 
from the people buying extra pairs of shoes, but from 
new customers living in this immediate section. In 
nearly every instance, people come to us on the recom- 


This increase did not come 


mendation of neighbors, which only goes to prove the 
wisdom of selling shoes as they should be sold. 

Many of our children patrons have never done much 
walking. Chauffeurs have taken the children to school 
and wherever else they wished to go. Now the young- 
sters, like their elders, are walking, and are interested 
in more sturdy walking types of shoes. Then, too, 
they are wearing out more pairs of shoes and, by the 
same token, are more interested in what the shoes 
they buy will do for them. 

Here’s our 1943 program on how to hold and 
increase the store’s business: 

[TURN TO PAGE 28, PLEASE] 


This youngster wanted to swap his old rubbers for 
the big display boot. The exchange rack is sup- 
plemented by a similar rack in the store’s window 
and is creating a considerable amount of good 
will for the house. 
























“WinDOW displays as usual” are neither possible nor 
desirable in wartime; nevertheless, merchandise display 
must go on to keep the public informed as to what shoes 
are available for men. and women engaged in war 
activities as well as in the essential duties of civilian life. 
With their efforts limited and circumscribed, not only 
by the emergency limitations on wartime promotion, but 
also by lack of many materials and equipment items 
commonly used in window trims, display men must em- 
ploy more ingenuity than ever in designing and creat- 
ing shoe windows that will have real interest. 

Judging from recent displays we have seen, the shoe 
stores have caught the spirit and purpose of wartime 
merchandise display to an admirable degree, and win- 
dows of many stores are serving a real emergency func- 
tion by pointing out the important part that shoes play. 
Despite the display problems occasioned by the dimout 
on the Atlantic and Pacific coasts, and by limitations 
on merchandise and display equipment, the public has 
probably noticed no appreciable change in the appear- 
ance of the windows, and that fact in itself is a real 
compliment to the resourcefulness of the merchants and 


display people. 


Correct shoe fitting is one of the important subjects 
that should be stressed in these times, both in windows 
and newspaper advertising. Merchants have been told 
repeatedly, not only by shoe men but also by govern- 
ment representatives, including no less an authority 
than A. J. Spring, head of the Footwear Division of the 
War Production Board, that fewer styles and a supply 
of sizes adequate to do a real fitting job should be the 
shoe store’s story for the duration. When a store has 
streamlined its service in accordance with that policy, : 
it should tell the public in windows and advertising, so 
that men, women and children may know where they 
can get good fitting shoes. 

The children’s shoe display by the Fair, Chicago, 
shown on the opposite page, is an excellent example 
of what can be done by a shoe store to sell the idea of 
an adequate size range and efficient fitting service to 
the public. 

The I. Miller window captioned “More Than Meets 
the Eye” carried a quality message that is also timely 
when the public is becoming more interested in the un- 
seen values it gets in shoes. 

[TURN TO PAGE 39, PLEASE] 


Left—“Palm Beach Bound—Sunset Tint Pumps,” 
featured by Saks Fifth Ave., New York. Style still 
has a part to play in wartime merchandising, and 
attractive windows such as this will cause interest. 


Below—NMilitary shoes for officers are featured in 

this window by Abercrombie & Fitch, New York, 

as well as athletic shoes of many types. The ar- 
rangement is simple, yet attractive. 
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OTHER PEOPLE’S 


“Share the Wealth” 


To alleviate a threatened scarcity o! 
rubbers and galoshes in Clarke Coun- 
ty, Iowa, Hood’s Shoe Store in 
Osceola recently advertised for chil- 
dren’s used overshoes. Copy read, 
“There is a _ serious shortage of 
galoshes for children. We have made 
numerous trips to the markets en- 
deavoring to buy sufficient stock and 
have managed to secure a large num- 
ber of pairs but feel sure the supply 
will not equal the demand. 

“We know there are many pairs of 
good overshoes in Clarke County that 
children have outgrown. 

“If parents will bring in these out- 
grown overshoes we will sell them and 
turn over to them the entire amount 
we receive. All we ask is that they be 
washed clean before being brought 


2 ” 


in 

No commission is charged for the 
service. C. M. Hood, owner of the 
store, hopes in this way to make the 
existing supply of children’s rubbers 
and galoshes go a long way. 


* * 


There’s Life in the 
Old Dogs Yet! 


If you have any doubts about “over 
38’s” as salesmakers for your store, 
read this surprising information re- 
sulting from a personnel survey made 
by the Charles F. Stech organization 
of sales analysts in New York stores. 
Salespeople in their thirties sell bet- 
ter than those in their twenties, but 
those in their forties~are still better, 
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and those in their fifties top all. Those 
in their sixty-to-seventies are almost 
as good as those in their twenties. In 
“speed” departments, where fast ac- 
tion means more than sales ability, the 
youngest group is best, says the re- 
port — but EXPERIENCE and 
KNOWLEDGE are more important in 


most shoe stores. 
* * * 


Educating the Customer 


Heckert Shoe Co., Appleton, Wis., 
used this ad to inform the public 
about the shoe and leather outlook. 
Copy read, “We Americans have long 
been accustomed to an abundance of 
everything ALL THE TIME—We 


have always had plenty of good shoes 


We Amencars hove long been occustomed te an cbundonce 
of everything ALL THE TIME — We have ahwoys had plenty 
of good shoes in o!! me sizes, styles and cokers imaginatte. 


At the present tithe the picture is 


thers available ond the best they get is none too good for 
them But we're rot complaining We ave glad te mo\e ory 
sacrhee ehen the Boys ot the Front get the benefit 

Manutacturens crt rot moking ery gucrantess regarding de 
levery of shoes in the future. The tacilines are taken cver 
by the Government or the: workmen hove left for the armed 


We consider this our privilege to ask our customers fo pur 
chase thew shoe needs now while our stock of good hows és stilt 
quite complete. The best shoes you con buy today will be the 
teost expersve shoes over the long period of tne ahead when 
goed shoes, — the lind of shoes you're cccustomed to wear: 
198 — Ore nw longer avartabie, 


Heckert Shoe Co. f 
* 


199 & COLLEGE AVE 


in all the sizes, styles and colors 
imaginable. 

“At the present time the picture is 
changing very rapidly. Choice leath. 
ers are imported and consequently are 
more scarce. ... We are glad to make 
any sacrifice when the Boys at the 
Front get the benefit.” 


The Broadway, Los Angeles, has a 
successful “work clothes bar.” Idea— 
a work shoe bar for him and her—two 
section display. 

* - * 


Tips on How to Get Along 
with Women 


How to select the most efficient 
women salespeople available and how 
to use them to best advantage are 
important questions brought about by 
war conditions. Western stores who 
have already had experience with 
female help offer the following sug- 
gestions. 

1. Try to find women who live near- 
by. Women who keep house as well 
as work can’t afford to spend much 
time in transit. Mothers of young 
children are happier and more 
efficient if they live close enough to 
get home early. 


2. Pick young married women, if 
possible. They usually have more of 


* a sense of responsibility than do their 


unmarried sisters; they’re less likely 
to be flirtatious; they need the work or 
they wouldn’t be doing it; they have 
the pep and interest to work hard and 
to deal with the public efficiently. 
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3. If you must use older women, try 
jo get ones who have worked outside 
the home at some time in their lives. 
They're more adaptable. And don’t 
forget to impress on the older woman 
the importance of friendliness and 
courtesy. 

4. “Husky” girls, a little on the 
heavy side, are often found to be more 
even-tempered and efficient than their 
underweight sisters. 

5. Retain a physician to give each 
woman you hire an advance physical 
examination. This step not only pro- 
tects the store against the possibility 
of lawsuits but also reveals whether 
or not the employee has any weak- 
nesses which would make her mental- 
ly or physically unfit for the job. 

6. In breaking in women who 
haven’t previously done outside work, 
stress the importance of time, the fact 
that a minute or two lost here and 
there makes serious inroads on the 
day's work. 

7. Give the female employee a 
definite day-long schedule of duties so 
that she’ll keep busy without bother- 
ing the manager for instructions every 
few minutes. Numerous operators 
say that women make _ excellent 
workers when they have their jobs cut 
out for them, but that they lack in- 
itiative in finding work for them- 
selves. 

8. Wherever possible, let the woman 
employee change from one job to 
another at some time during the day. 

9. Give every girl an adequate num- 
ber of rest periods during the day. 

10. Be tactful in issuing instruc- 
tions or in making criticisms. Never 
ridicule a woman— it breaks her spirit 
and cuts her efficiency. 

11. Be reasonably considerate about 
using strong language around women. 

12. If your girls wear uniforms of 
any kind, get enough size variety so 
that each girl can have a proper fit. 

13. Remember that most women 
have certain physical limitations when 
itcomes to heavy work such as lifting. 
Arrange your work so that the re- 
maining men in the organization han- 
dle those duties which are too hard 
for a woman. 

14. If it is at all practical, pay 
women employees by check rather 
than in cash. A large shoe chain that 
made a survey on this point found a 
majority of women preferred this 
method of payment and that they kept 
their finances in better order when 


checks were used. 


* * . 


“Stout shoe that’s perfect for walk- 
ing. Wonderful with furred suits, 
g00d with uniforms. Solid comfort in 
the soft, roomy last."—R. H. Macy 
& Co. 


February 6, 1943 


Souvenir for Good Will 


Making it fun to buy shoes at Mc- 
Cutcheon’s Family Shoe Store, Ya- 
kima, Wash., souvenirs are passed out 
to eager little fingers at the time chil- 
dren’s shoes are purchased. Salesmen 
give toys to the youngsters when their 
parents buy their footwear at Mc- 
Cutcheon’s. “Little gifts keep up 
friendship” is a saying of Old France 
—and souvenirs of nominal value help 
to make friends among the wee folks, 
and sure as shooting, the youngsters 
are the customers of tomorrow. 

* * * 


Shine Service Draws Trade 


Opinions vary on the wisdom of 
maintaining a shoe-shining service in 
the quality shoe store, but Leo Hudal- 
la, manager of the Florsheim Shoe 
Store, Wabasha and Fifth Sts., St. 
Paul, Minn., is convinced that it is a 
consistent trade-builder. 

Placed at one end of the store, the 
convenience service draws regular 
patrons into the store continuously, 
bringing to their attention well dis- 
played merchandise. Displays are 
varied frequently, so that new and 
different merchandise comes to these 
store-visitors’ attention. 

* * * 
“Carry Your Own” Campaign 

The May Co., Denver, Colo., ap- 
pealed to women to carry as many 
packages as possible, by showing a 
woman, arm loaded- with packages, 
standing at salute. Caption read: 
“I’M IN THE ARM-Y NOW!” A ser- 
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Stetson Shoe Shop in Pittsburgh 
used this novel and timely ad sug- 
gesting a method of shopping under 
current gasoline restrictions. The cou- 
pon is usually productive of results. 


the piled-high arm gave the key to 
the play on words. In a box accom- 
panying the cut was the statement: 
“Every time you take your parcels 
home under your own power, it means 
More Power to Uncle Sam.” 

Shoes are carry-able packages. Cus- 
tomers can be educated not to ask to 


have them delivered. 
* * + 


One Does the Work of Six 


Palter & Fitzgerald in Brooklyn, 
N. Y., featured a sign in their window 
recently, showing one pair of shoes 
and six pairs of special insoles. Each 
pair of insoles was marked with a 
different day of the week, the idea be- 
ing that the customer buys one pair 
of shoes and the set of six innersoles 
and changes the innersoles daily. The 
shoes will wear longer, thus saving 
valuable sole leather. 

7 _ . 

McCreery’s, New York, use space 
between elevators on different floors 
for attractive displays of the shoes sold 
on the various floors. Can't miss them. 

7 * * 


For the Younger Set 


Saks-Fifth Ave., Chicago, centered 
interest on their children’s depart- 
ment with a week-long contest and 
exhibit of children’s drawings. The 
winning drawing was used as a cover 
for the children’s catalog. 

= * - 


Price Ceiling Information 


The following statement concerning 
OPA and ceiling prices was incorpo- 
rated in a recent circular mailed by 
McCreery’s, New York: 

“NOTICE TO CUSTOMERS—No 
price for any article listed or de- 
scribed herein exceeds the ceiling 
price for that article as determined 
under the applicable maximum price 
regulation issued by the Office of 
Price Administration. As required by 
that office we will, upon request, fur- 
nish you with a statement of our max- 
imum prices on any of the commod- 
ities listed about which you inquire.” 

= * * 


“Sit here, please, you will be 
waited on soon.” Do you say that 
often, directing a customer to a par- 
ticular seat? And how often do you 
follow through? Customers soon 
catch on to the fact that there is no 
system connected with the place they 
are seated, that salespeople take any 
customer nearby when those they have 
served leave! The solution? Have a 
full staff when you stage a sale, or 
else just let customers sit wherever 
they happen to light. It’s the implied 
and then unperformed promise that 
irritates. 








The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT ond SHOE RECORDER 


Shoes—Small Business 


THERE is a fundamental unity in footwear—something 
that holds men within that fraternity of friendship—but 
it is a very loose sort of an adhesive. Maybe that’s due 
to the fact that each man picks up the shoe that fills his 
life interest and holds it so close to his nose that he 
can’t see the length and breadth of the entire industry 
itself. 

Many a man who had an all-consuming interest in 
high fashion novelties and built his business around 
it, by holding style so close to his nose that he couldn’t 
see anything else, has had to stretch out his arm and 
increase his vista to include shoes that fit and shoes 
that serve and shoes that wear. 

Make no mistake about it. Something is coming out 
of our new concept of shoes as public service. Every 
shoe man is going to be a better and broader shoe man 
because of what he is going through now. If he had 
a narrow vision of his own place in the scheme of 
things, he has had to—because of events—become con- 
scious of the service of supplies and the shortages 
therein; the scarcity of skilled shoe labor due to the 
draft and war work withdrawals and all of the diffi- 
culties of transportation, etc., that complicate the amaz- 
ing interlocking machinery of turning leather and 
ingredients into asfinished shoe that he can put on the 
foot of the customer, in his shoe store. 

These changes, forced upon him by war itself, have, 
in a way, made him a better business man. Where he 
took things for granted before he now gives well- 
considered thanks to the American system of services 
that makes possible the right shoe, in the right fitting, at 
the right time. 

But things are not going to go on with the ease and 
facility of a well-disciplined system that works all the 
way from the hide to the fitting stool. Some very tough 
days are ahead. In a way, many stores and many fac- 
tories have anticipated these coming events. Factories 
are reducing the styles they make to the simplest com- 
mon denominator in pattern, last, design and ingredi- 
ents. They can do this because merchants are hungry 
for shoes and will take anything and everything. The 
arts of avarice that come in a competitive system when 
orders are scarce and production is hungry have been 
discarded. 

Donald Nelson recently made a stetement: “Simplifi- 
cation of style and standardization of production meth- 
ods will make it possible to turn out more civilian shoes 
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from a given supply of raw materials than was possible 
a year ago.” We all know that simplification of style 
has gone further than even M-217 for we have actually 
reached the stage where anything that can be made can 
be sold and why put on extra frills when they don't 
serve any fit or wear function? Shoes are pretty and 
acceptable as they are, without the competition of 
trimmings. 

But let’s look a little bit back of that word STAND. 
ARDIZATION, for we have said for several months that 
CONCENTRATION is also an objective of civilian 
control. It is true that a dozen large organizations in 
this country, if run full tilt, could manufacture all the 
foot coverings needed by the American public. That's 
precisely what we don’t want, for a good and sufficient 
reason! The American public gets better service be 
cause of the fact that some 890 factories produce 98 
per cent of the total output of boots, shoes and slippers 
—other than rubber—in the United States. No other 
unit-industry in America can show such a wide spread 
of factories (doing a gross business at retail well over 
a billion dollars). 

We would like the Special Committee, now studying 
the problems of American Small Business, to realize that 
the shoe business is small b despite the fact that 
its total sales are well over a billion dollars at retail. It’s 
small business because 758 factories employ less than 250 
workers each. Of this number, 486 factories employ less 
than 100 workers. In the light of the congressional in- 
vestigation, also remember there are shoe factories in 37 
states and that concentration in any one or more centers 
would be a piece of totalitarian planning uncalled for by 
any possible emergency of the war. 

The American public should give thanks for the very 
fact that footwear is in type, as well as in manufacture, 
so diversified. A congress, well informed as to the 
sources and resources of shoes and having some idea 
of the geography of America, will not permit concen- 
tration through annihilation. 

But the real rub from now on is that allocation of 
footwear from factories should be such as to give to the 
little man, in his little store, some opportunity to get 
supplies—because the tendency, unfortunately, is toward 
concentration of deliveries to standard big operators. 
What we need in America is more consideration of the 
little factory and its supplies, the little merchant and 
his wants—because 130,000,000 people are not concen- 
trated in central shopping areas. In fact, they are 
spread out wider than ever before. 

Remember, small business is worth preserving. 
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es, we're making shoes —“G. I.” shoes—for the U. S. 
Navy. That is our first responsibility. We're also devoting every 
available man-hour to producing Curtis quality footwear for Curtis 
retailers. 
But—no by-road of other business beckons this company from its 
avowed duty of supplying the government with footwear ordered 
direct from headquarters, and the all-important obligation of furnish- 


ing loyal Curtis retailers with Curtis shoes for the civilian trade. 


By thus concentrating on these two prime customers—the U. S. 


government and the Curtis retailer —we render better service to each, 


with no interruption of production plans occasioned by unscheduled 


demands from new war-created sales outlets. . 


FOUR GENERATIONS 
OF FINE SHOEMAKING 


COMPANY INC- 
MARLBORO - MASSACHUSETTS 








Shoe Retailer Treasures 
LINCOLN RECORDS... 


A. W. Luers of Springfield, Ili., 
Has in His Possession Original 
Store Records with Entries of 
Purchases Made by the Lincoln 
Family, in the 1850's When 
“Honest Abe" and Family 
Were Springfield Residents. 


Proup possessor of two valuable Lincoln records is 
A. W. Luers, of B. H. Luers Sons, shoe retailers at 
Springfield, Ill. They are an old day book and a ledger 
of the C. M. Smith Company, General Merchandisers 
and predecessor of the present Luers organization, which 
operated in Springfield during the 1850’s—when plain 
citizen A. Lincoln was a practicing lawyer there. 

The day book—which covers the Lincoln family pur- 
chases for the year 1859—is an interestingly human 
document. Since the C. M. Smith Company sold a gen- 
eral line of merchandise, the Lincoln purchases range 
from a paper of tacks to three loads of wood. Sugar, 
knitting needles, spools of thread, oil cloth, braid, stock- 
ings, dress goods—even a silk hat are examples of the 
purchases. 

Shoes were among the purchases of the Lincoln 
family at the C. M. Smith store. Under the quaint head- 
ing of A. Lincoln and Lady two entries for the year 
1859 show shoe purchases. 

On March 21, 1859, an entry is listed that shows a 
purchase of “1 pr. Gaiter Boots for $2.50.” and “1 pr. 
kid boots, $1.50.” On the 26th of the same month 
another entry is made for “1 pr. kid (s) boots, $1.50.” 

The writing of the last entry doesn’t make clear 
whether it is “kid” or “kid’s.” Either item would have 
been correct in terms of the materials for shoes in that 
day or referring to Mr. Lincoln’s lusty family of three 
growing boys. 

The ledger in A. W. Luer’s possession is for the year 
1858—the year of the historic Lincoln-Douglas debates. 
The Lincoln account is found on three pages in the 
book, pages 161, 349 and 403. The amounts of the en- 
tries vary from ten cents to as much as forty dollars. Of 
course, in this record only the amounts of the purchases 
are entered—not a description of the purchases. 

The ledger record covering the period from Feb. 1 
through December, 1858, showed the Lincoln family to 
be good customers. The total amount, paid in full be- 
fore the year’s end, came to $556.18. 

The leather-bound books are in excellent condition. 
The iron-ink writing has faded only slightly in the 
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A. W. Luers looking over the old day book 
containing records of Lincoln purchases. The 
ledger is not shown in the photo. 


intervening eighty-four years. Surprisingly the white 
pages have yellowed only slightly. 

Lincoln’s dealings with the Smith store were all in 
the family. Lincoln and C. M. Smith were brothers-in- 
law, since both married sisters from the Todd family. 

In 1850 the Smith store was located on the city square 
opposite the Illinois State Capitol Building. It was in 
this building that Lincoln practiced law, used the cour! 
library, attended sessions of the State legislature and 
made his famous “house divided” speech. 

After his election in 1860, Lincoln used offices in the 
State Capitol to greet visitors, office-seekers and well 
wishers. 

To escape this crowd, Lincoln used a vacant room 
over the Smith store to prepare his now-famous firs! 
inaugural address. Historians have described the room 
as a “dingy. dusty back room.” 

Today. a bronze marker placed at the site of the 

[TURN TO PAGE 39, PLEASE| 


Boot and Shoe Recordet 








JAF 


JARMAN’S NATIONAL | 
ADVERTISING IS . 





- - 
Oe aa gE ONES tpi sie 





- 














The people who read national advertising are not “national” people. ° 
They’re “local” people . . . the same people who live and 

work and buy right in your own community. Jarman uses the pages of 

the best read magazines in the land to keep ever alive the high ° 

recognition value and customer confidence in the brand name of the Jarman 
Shoes you sell. When you tell the men in your community where 

they can buy Jarman Shoes . . . when you identify yourself ° 

with the Jarman brand name, every one of Jarman’s 


powerful national ads becomes an ad for your store. 









Tell them often, and tell them well. ° 
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Better Care Makes Better Wear 


[CONTINUED FROM PAGE 15] 


were put into it when it was tanned. 
That these oils must be renewed from 
time to time. That proper drying . 
never too fast ... and proper treeing 
will help keep the original shape of the 
shoe. That cleaning and polishing will 
help to restore the leather to its original 
suppleness and strength and make it 
more dirt and water resistant. You can 
show a shoe that has been badly treated 
so that it is discolored, dried up, out of 
shape, run down at the heel and worn 
out in the sole. Then you can show the 
mate to this shoe after it has been re- 
soled, re-heeled, cleaned and polished 
with a liquid or cream which is the 
color of the original leather. Show 
them how re-soling brings the upper 
back into good shape because re-soling 
means a re-lasting process. Show them 
that straight heels mean better posture 
and better health. 


Youngsters Are Eager to Help 


If you have a boy or girl of your 
own or if you know young people at all, 
you know that they are always ready 
to cooperate in something constructive 
when the matter is presented in the 
right light. Groups like the Scouts and 
the Camp Fire Girls show what can be 
done with the right kind of leadership. 
The Boy Scouts and Girl Scouts have 
always done a fine job of teaching boys 
and girls how to buy wisely and how to 
take care of what they buy. Correct 
footwear is considered so important for 
Scouts that special shoes are made for 
them. Even if you do not sell these 
shoes in your store you can appeal to 
the Scout way of thinking. The Scouts 
are deep in wartime activities all over 
the country and conservation and sal- 
vaging are important parts of their 
work. The Camp Fire Girls, too, have 
a very active war work program. An 
army of “Thriftees” has been organized 
into seven Corps. The Clothes-care 
Corps is devoted to making the very 
most of the Thriftee’s wardrobe. And 
then there are the teachers who have a 
chance five days a week to instill care 
and thrift. A seven-year-old boy of my 
acquaintance goes to school every day 
with well-brushed hair, clean finger 
nails and shined clean shoes because 
only thus will he be allowed to work 
on the quilt to be sent overseas to war 
victims. Now if a little boy of seven 
can be made to be as clean as that, 
what can’t be done? 


Pride in a Job Well-Done 


One of the surest ways to develop a 
desire to take care of their shoes is to 
give a child a pride in good work. You 
can help to do this if you teach him 
the right way to go about the job and 
let him have the proper equipment. A 
nice little kit all his own with the right 
cleaners, polishes and brushes will go 
a long way to make the job attractive 
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to him. Into this kit should go the 
polish which will match the color of 
his shoes, Children’s shoe leathers need 
re-coloring if they are to keep new 
looking. They also need good rich wax 
te nourish the leather which has been 
exposed to all kinds of weather and 
treatment. This is especially true of the 
heavy leather moccasin types. A man’s 
polish is recommended for these. Neat’s 
foot oil is recommended by experts for 
children’s shoes because it really nour- 
ishes the leather. A kind of polish 
which is easy to put on is also im- 
portant. A child of seven or so 1s too 
little to do much rubbing and buffing 
but he can daub a liquid on. 

Patent leather and white leathers 
need special attention. If the patent 
leather is not to crack and dry it should 
be well cared-for with an oily polish. 
White shoes are a special problem. 
Some polish manufacturers make a spe- 
cial point of their dressings for chil- 
dren’s white shoes. They take pride in 
a dressing that covers the scuffed 
places. 


Special Points 


Besides selling the right kind of pol- 
ish, you have some other helpful things 
to teach your young customers. More 
shoes have been ruined by wrong dry- 
ing than by anything else. The Boy 
Scouts’ “The ‘How’ Book of Scouting” 
has some good advice on this matter. 
“Never dry wet shoes near a fire. Fill 
the shoes with heated oats or gravel to 
absorb the dampness.” The latter ad- 
vice may not be very practical for the 
average boy or girl, but they should 
learn to dry shoes slowly and to put 
shoe trees . . . the right last-shaped 
kind . . . into the shoes whenever they 
are not being worn. Even paper stuffed 
into the toes can do much to preserve 
the shape. 


Care of Rubber Soles 


The red rubber and the thick crepe 
soles . . . so dear to every boy and girl 

. are out for the duration. What- 
ever is available in rubber is precious. 
One maker of juvenile sport shoes in- 
cludes printed instructions with every 
pair of rubber sole shoes shipped to the 
stores. He explains the fact that the 
best sole rubber can no longer be put 
on his shoes. He gives these directions 
for preservation of the soles now be- 
ing used. 

1. Avoid contact with oil and grease. 

2. Do not dry shoes in hot place. (By 
this, he means fires and radiators.) 

3. When not in use keep in a cool, 
dark place. 

You should add a fourth: Wash rub- 
ber soles or overshoes clean after each 
wearing. If you can get youngsters to 
do that, you have accomplished some- 
thing! 


The Case of the Specialized 
Juvenile Shoe Shop 
[CONTINUED FROM PAGE 19] 


Plenty of shoes in a complete gm 
and width fitting range in the basic 
types. 

Checking and rechecking the ‘aft 
of every pair sold. ey 

Being extra careful of the p 
shoe for the purpose. 

Instead of a number of fancy ki 
the luxury types—concentrate on g 
in keeping with war conditions. 

Newspaper advertising to be keyed 
the patriotic need of shopping 
home, with particular emphasis @ 
proper shoes and extreme care used 
arriving at the exact fitting size. 
each fitting is checked by X-Ray 
chine and similar institutional 
rather than direct selling. 

Do a thorough and conscientious 
of educating all patrons in the COrreet 
eare of the shoes purchased, so 
will get the maximum amount of 
vice. 

Direct mail has been and will beg 
most potent method of getting our mes 
sage to those who are and those 
should be friends of the house. 

A series of letters goes to mo 
tersely explaining the benefits deri 
from shoes which are selected right 
fitted right—“The Right Shoe for 
Right Purpose.” 

One letter will dwell on the best wy 
to care for shoes. 

Each 90 days a mother will receisil 
letter reminding her of the need 
checking the sizes of her child 
feet. Mothers of young children receive 
a similar letter each 60 days. 

Easter and Christmas will weal 
card sent to each child whose name 
is on our list. If there are half@ 
dozen youngsters in the family, each 
one receives a different card in keep 
ing with his age. 

All children coming to the store 
ceive a present; balloons are best i 
for the younger children. 

A birthday card to each boy pata 
and a gift to each girl will again ® 
on the 1943 program. Previously @ 
individual birthday cake was given 
but current costs now prevent that 
gift. A pair of miniature shoes fors 
lapel or sweater ornament makes # 
smart birthday gift for the girls. 

Gift giving to the kids is as old #@ 
shoe retailing, yet it is still an exeer 
lent good will maker, if done in & 
right manner. However, how many 
operators of children’s shoe store 
ever thought to make a practice @ 
sending gifts to the parents? 

Nearly_ all homes have fire places 
and many men are confirmed 
smokers at home, so the sending out 
2,000 giant match cards every once 
a while creates considerable favo 
comment. Small leather cylinders {# 
holding driving licenses and car key 
are welcomed by the mothers. Th 
year a small leather case for carryim 

[TURN TO PAGE 39, PLEASE] 
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LUCITA” OF BLACK SHADOW KID BY 


One of the most distinctive of the fine American leathers 
is GLAZED KID. Skins from the most historic parts of the 
world are tanned by the New Castle Division to produce 
beautiful, soft, timely Kidskin. Clean-cut, well-detailed 
shoes of GLAZED KID are an ageless investment. Sure- 
footed American women prize the flexibility, comfort 


and poised look achieved with GLAZED KID in Black 
SHADOW finish. 


New Castle Divisionc Allied Kid Company 


100 Gold Street. New York City 








One of the most important qualities found 
in fine footwear is the integrity of its manufac- 
turer, who continues to give you the best 
product possible, in war or peace. 

War restrictions mean that you'll have a 
smaller number of styles of Bass Sportocasins 
available. Yet their fine quality, careful crafts- 
manship, and really marvelous comfort will 
continue Bass Sportocasins as the top-flight 
golfing footwear, today and for the future. 
G. H. Bass & Co., BS-13, Wilton, Maine. 


UNCLE SAM COMES FIRST 
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with you and with us. Please have 
patience with temporary delays and 
shortages due to our war production. 
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Advise Retailers on Wartime 
Operation 


Rocuester, N. Y.—What does the immediate futy, 
hold for retail shoe merchants? That is a questi, 
which is perplexing every shoe retailer in the country, 

Based on long, thoughtful experience of the mog 
successful retailers in the country, here is some of the 
best advice available on this subject of vital import 
them: 

M. A. Mittelman, who heads the I. Miller stores jy 
Cleveland, Buffalo and Rochester, while conceding that 
government rules are many and confusing, that problems 
are many and intricate, and that the future is “cloudy 
and uncertain,” gives this advice: 

“Analyze your store or department and determin 
who you are and what you stand for in your com. 
munity. Next, analyze 1942. What did you buy and 
from whom and what happened? Did you place you 
orders on time and size up regularly? Did you buy too 
many styles and not enough sizes to a style? Did you 
buy too many price lines? This is the time to look 
records straight in the face and put your business on a 
sound buying and selling foundation, because if you 
do not, you may lose out in these perilous days, so come 
out and dig.” 

William Pidgeon of Rochester says: “There are too 
many short lines in most stores. As they will not be 
sized up, a price will move them, and now is the time. 
Concentrate on your best sellers. Give up all types that 
are frills, even if you lose that business, and put that 
money on the stand-by items. Size up often and in small 
lots. Use stock departments. Do not gamble on the shoe 
market. Pay the prices asked and buy close and often. 
Handle good shoes because there is money to be spent 
by the public.” 

Admitting that times are difficult for shoe retailers 
because of scarcity of shoes and the materials used in 
making them, Jesse Adler of New York, concludes: 


“Although all economists and statisticians and large 
retailers look for a drop in business during 1943, | 
personally feel that where the majority of the masses 
is today earning more money than ever before, even 
with large taxes to pay, people stilll will have more 
money to spend and will spend it, provided the mer- 
chant has something they want. 


“This will make it necessary for the shoe retailer to 
add more specialties to his line of shoes if he expects 
to keep his volume up. The public will have the money 
to spend if the store has the merchandise. 

“There are hundreds of lines that may be added, 
provided they can be purchased by the retailer for his 
store. There is no question but that during this year it 
is going to be impossible to purchase all of the shoes 
that the retailer will need for his customers. Shoes art 
scarce and will be scarcer. It is up to the retailers to 
keep their heads and find out what they can sell to take 
the place of losses caused by short stocks.” 
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SHOE TRADE 


Shoe 


News 


St. Louis Market Reports Heavy Sales 


Pre-Easter Deliveries in Demand, with Factories in Sold-up 
Condition. Large Concentration of Retail Buyers in This 


Market. 


Sr. Louis, Mo.—Preliminary figures 
m shoe manufacturing in the St. 
louis district for December as com- 
piled by the 8th District Federal Re- 
serve Bank show an increase of 17 
yer cent over November, and a decrease 
a 9 per cent under December, 1941. 
At the same time the Bank reports its 
fnal and revised figure on the 8th Dis- 
trict production of shoes for November 
1942 at 5,435,583 pairs. 

Production since the first of the year 
has continued to run between 75 per 
cent and 80 per cent of capacity. Thus 
far the problem of labor supply has 
teen the primary factor in the drop in 
production, although the growing short- 
age of materials also has played a 
definite part. 

Periods of severely cold weather dur- 
ing January have caused a higher de- 
gree of absenteeism than usual, partic- 
arly in fitting rooms. 

In a completely sold-up condition, 
manufacturers of St. Louis are devot- 
ing their entire time and effort to the 
job of filling orders as early as possible. 
Considerable study is being given to 
the question of labor turnover which, of 
course, has been extremely high during 
the war period. Some manufacturers 
lok for a certain amount of relief from 
the government’s new policy of limit- 
ing the draft age to 38. And in this 
connection, it is interesting to note that 
the average age of shoe makers in some 
of the more stable businesses in this 
district recently has been found to 
tage as high as 48 years. 

Sales volume has been nothing short 
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Important Stores Lowering Inventories. 





Dates to Remember 


Late Spring Convention South- 
western Shoe Travelers’ Associa- 
tion, Texas Hotel, Fort Worth, 
Tex. February 15, 16, 17, 1943 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 

February 22, 23, 1943 

National Shoe Retailers’ Associa- 
tion Two-Day Wartime Confer- 
ence, Waldorf-Astoria Hotel, 
New York. March 29, 30, 1943 





of stupendous for the current season. 
Roadmen booked up their entire quotas 
well before Christmas. The majority 
of them have been off territory for six 
weeks. Factories are even sold up on 
white shoes. In the face of this situa- 
tion, St. Louis has had the greatest 
influx of visiting buyers the past two 
weeks it has experienced in over 20 
years. Sales managers and factory 
heads literally have been besieged by 
retailers large and small, demanding 
earlier deliveries and more _ shoes. 
Never before has there been such a 
concentration of demand for pre-Easter 
deliveries. Visiting dealers feel con- 
fident they will have a pre-Easter vol- 
ume of huge proportions. 

The large St. Louis shoe manufac- 
turers have taken full cognizance of 
the government’s desire to curtail travel 
in light of the strain on transportation 
facilities during the war. Hence, their 

[TURN TO PAGE 40, PLEASE] 
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Wholesale Employers’ Associa- 
tion Holds Dinner-Meeting 


New YorK—A dinner - meeting was 
held recently of the Shoe Wholesalers’ 
Employers’ Association at the New 
Yorker Hotel. Aaron Solomon, who is 
impartial arbitrator for labor disputes 
in the local shoe industry was guest 
speaker. Following is a list of officers 
of the association: 

President, Sidney Thalheim, Wear- 
Well Shoe Co.; vice-presidents, Cort- 
landt Godwin, Powell & Campbell; Dave 
Ruby, Nu Way Shoe Co.; M. J. Saks, 
M. J. Saks Shoe Corp.; secretary, Julius 
Shapiro, Dia-Tred Shoe Co.; treasurer, 
Simon Wiener, Simon Wiener Shoe Co. 
Sidney B. Felsenfeld is council for the 
association. 


St. Louis Manufacturers 


Vote Against Showing 


St. Louris, Mo.—At the regular 
month-end meeting of the St. Louis 
Shoe Manufacturers’ Association, Jan- 
uary 28th, a vote was taken on the 
question of holding the Fall Showing 
in New York, which usually takes 
place around the beginning of May. 
The vote was in favor of abandonment, 
since the Office of Defense Transporta- 
tion has urged cancellation of trade 
shows and sales meetings as a part of 
the general program to conserve the 
facilities for essential war purposes. 


Feature Work Oxfords 


San JOSE, CALIF.—Herold’s, shoe re- 
tailers, are devoting considerable pub- 
licity to work oxfords for women which 
are reported to be selling well. These 
are of boxglove leather, in white, Turf- 
tan, and Bluejacket, and are proving 
popular both for war work and home 
work. 








Plans Progress for 
Michigan Showing 

Detroit, MicH.—Big plans are being 
made for the first Monthly Shoe Show- 
ing to be held by the Michigan Shoe 
Travelers’ Club under the new presi- 
dent, S. S. Weiss. Dates are Monday 
and Tuesday, February 8 and 9, and 
exhibits will be in the Statler Hotei, 
Detroit. Attention is centering upon 
late Spring orders, despite the late date, 
because of prevailing market conditions, 
as well as upon Summer stock. 





Johansen Bros. 
Profit $134,804. 


St. Louis, Mo.—Johansen Bros. Shoe 
Co,, Inc., reported profit before income 
taxes for the year ended Oct. 31, 
amounting to $134,804 compared with 
$98,260 in 1941. Provision for income 
taxes was $70,800 against $26,613. 

Net earnings per share for the fiscal 
year of 1942 were 24c. against 27c. in 
the preceding year. 

Net sales last year were $2,923,830 
against $2,826,923. 

Current assets as of Oct. 31 last were 
$766,426 against current liabilities of 
$192,617. 


Irving M. Leopold Appointed 
By Blauner’s 


PHILADELPHIA, Pa.—Irving M. Leo- 
pold has been appointed assistant buyer 
of the woman’s and children’s shoe de- 
partments by Blauner’s Department 
Store, here. 


Mr. Leopold was formerly with Morse 
and Rogers, New York. Previously 
he was associated with his father, the 
late Louis A. Leopold, in the Physical 
Culture Shoe Co., and in the Coward 
Shoe Co. 


Sign Agreement with Union 


Los ANGELES, CALIF.—Melville Kauf- 
mann, president of the Southern Cali- 
fornia Shoe Manufacturers’ Associa- 
tion, announces that the association has 
signed a binding agreement with the 
local shoe workers union which will re- 
main in force until October 1943. This 
agreement covers all matters pertain- 
ing to wages, hours and working con- 
ditions. As to the condition of the 
local manufacturing market, Kaufmann 
reports it to be a “fantastic, frantic” 
effort to supply the shoes wanted by the 
entire country. 


Staff Changes at 
Groves Shoe Co. 


CuicaGo—The following changes in 
sales representation are announced by 
the Groves Shoe Company. Sol Berry 
is back in Alabama, W. R. Thomas is 
back in Arkansas, Jack Cohn is cover- 
ing Western Kentucky and Tennessee, 
Southeast Missouri and Southern IIli- 
nois. Bob Smith is covering Texas. 
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Backing Salesman 
Now in Training 


New YorK—Morris Edwab, sales- 
man of backing, pleating and stitching 
to the shoe and slipper trade, is now in 
training at West Point with a medical 
detachment. Mr. Edwab formerly was 
connected with Service Backing Cor- 
poration and Lincoln Pleating & Scal- 
loping Company. 





Fewer Clearance Sales in 
Wisconsin Shoe Stores 


MILWAUKEE, WIs.—Conditions being 
what they are, January clearance sales 
by Wisconsin shoe dealers have not 
been as plentiful this year as in past 
years. 

Announcing the discontinuance of its 
usual January sale, Koutnik and 
Schwartz, Mantiowoc, gave the follow- 
ing reasons: 

“1. To replace the merchandise, now 
on our shelves, in most instances is 
impossible. 

“2. Were we to sell the shoes now in 
our stock we could not replace them 
with like quality. 

“3. Deliveries are so uncertain, in 
many cases we would have to wait from 





Ray Goodridge Wins Wings 
In Pilot Training Program 





Raymond H. Goodridge, who was News 
Editor of BOOT AND SHOE RECORDER 
prior to his enlistment last October in 
the United States Army Air Corps Re- 
serve, has been awarded his wings under 
the pilot training program of the War 
Training Service at Bethlehem, Pa. He 
now goes into advanced training, after 
which he expects to be assigned to 
active duty. 


four to six months for replacemen, 
of inferior quality. 

“4, Our quotas have been cut by th 
manufacturers to approximately 80 pe, 
cent of previous season’s purchases” 

The store’s announcement then wey, 
on to say that “ in view of these fae, 
we deem it advisable not to redug 
every pair of shoes in our store a 
previously. This will enable us to giy 
you for a bit longer the same quality a 
always. In fairness to all, buy onl 
your necessary requirements. However. 
we have gone through our stock of 
women’s shoes and assembled all shor 
lines. No styles, of course, are com. 
plete but all widths from AAAA to¢ 
and sizes from 3% to 10 are repre. 
sented. These values will be placed op 
a rack for your convenience. You wi] 
have to help yourself. No charge 
no approvals, no changes.” 

At Beloit, both McNeany’s and Che. 
ter’s conducted January shoe sales ip 
their women’s departments. The latte: 
store invited people coming to the de. 
partment to take advantage of the wo 
men’s shoes placed on sale and to “help 
yourself.” 

Announcement said: “If you see all 
our clerks are busy when you come in 
just help yourself! All shoes have been 
clearly marked for size on the sole. Try 
on any shoe you wish. If they suit- 
just butt in and ask us to wrap them 
for you.” 































































Milwaukee Tanners 
Run Co-operative Ad 


MILWAUKEE, WIs.— “Leather Like 
Steel Is a Weapon of War” is the cap. 
tion carried on the full page advertise 
ment run by local tanning concerns in 
the Milwaukee Sentinel’s 1943 Almanac 
of Wisconsin at War. 

Copy continued: “Milwaukee - made 
leather sees action, gives service vn all 
battle fronts. Milwaukee tanning en- 
ployees, as soldiers of production, are 
doing their job by equipping the soldiers 
of our armed forces with one of their 
most vital needs.” 

Companies responsible for the adver- 
tisement were the A. F. Gallun & Sons 
Corp., A. F. Gebhardt Co., Gebhardt 
Vogel Tanning Co., J. Laskin & Sons 
Corp., Pfister & Vogel Tanning (Co, 
Thiele Tanning Co., Albert Trostel é& 
Sons Co., and the Wisconsin Leather 
Co. 





Deny Rumors of Shoe Scarcity 


Houston, Tex.—In connection with 
the statement issued recently by the 
Office of Price Administration to re 
gard with suspicion all rumors o 
scarcity, local OPA officials spoke spe 
cifically of persistent rumors going the 
rounds of an impending shortage ™ 
women’s shoes and clothing. 

The officials declared the report & 
be absolutely without foundation, and 
spoke of the length of time required t 
set up a rationing program which would 
preclude any such ideas. 
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Dealers Discuss Shortages, Rationing 


industry Problems Studied at Dinner Meeting of Detroit 


Retail Shoe Dealers’ Association. 


“Advertise Your 


Business, Not Your Merchandise,” Suggested. 


DETROIT, MIcH.—A well-attended din- 
ner meeting to discuss current industry 
lems at a round table was held by 
the Detroit Retail Shoe Dealers at the 
Hotel Statler, recently. Arrangements 
were made by Sam Plotler, secretary 
of the association. On the dais at the 
meeting were also Walter Magee, presi- 
dent; Guy Dixon, vice-president; and 
Adolph Goetz, treasurer. 

A feature of the evening was the 
informal induction of ten new members 
in a group—the managers of all the 
Schiff chain stores in the city, who 
made the first chain group in the his- 
story of the organization to join in a 
body. 

Ralph Turbile, now of the Detroit 
News promotion department, and for- 
merly a shoe man himself, was the 
speaker of the evening. He spoke at 
length on industry developments, in- 
cluding price and status of supplies. 

Mr. Turbile said that he had talked 
to some 20 manufacturers, large and 
small, in the St. Louis area, and in 
other centers, and summarized his find- 
ings: 

“The largest manufacturers are will- 
ing to welcome rationing, because they 
had trouble with their outlets, and ra- 
tioning would allow them to allocate 
to their outlets. But other large manu- 
facturers were against rationing, and 
I have an idea that in this case there 
was some chiseling going on. 

“I think rationing is going to have 
to be put up to the retailer. M-217 
has not been entirely satisfactory. Some 
manufacturers still have the hides to 
make colored shoes, for example. If 
we aren’t careful to avoid exploitation 
of M-217, we may get into the position 
of arguing that it is unpatriotic to wear 
colored or two-toned shoes! 

“The biggest problem of manufactur- 
ers these days is getting help. 

“Most shoe men had a good year in 
1942, but we may not see what is ahead. 
The end may come when the manufac- 
turers may cut down an order or even 
delete accounts. Some manufacturers 
have been thinking of cutting down 
the accounts that have been hard to do 
business with. 

“Reorders are taking 6 to 8 weeks. 
A lot of factories are not taking Fall 
shoe orders, because they are setting 
up a new plan. It seems to be an al- 
lotment plan—they will tell you how 
many shoes you will be allowed each 
month. 

“But in Detroit we have a different 
proposition. In this area, we have had 
an increase of 400,000 population, in- 
duding 315,000 wage earners, in just 
18 months. These people have needs 
and the money to spend: for them. 
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Feature Gabardine in 
Early Spring Shoes 
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NEW YORK.—I. Miller & Sons, Inc., ran 
this attractive ad recently featuring 
gabardine Spring shoes in black, navy 
and brown. Copy read, “Gangway for 
gabardines in ‘43. Precious elasticized 
gabardines, so smooth, so easy on the 
trudging feet. Frisked up for the spright- 
lier spring mufti. Good natured as ever. 
Any of your dailies get along with ga- 
bardine 12 months a year, and the price 
is as frugal as a Franklin proverb." 





Detroit leads all other areas in the 
country in volume of dollar gains in 
business, and it is to your interest to 
go to your manufacturers and demand 
more shoes because they are needed in 
Detroit. 

“Multiple sales of shoes are cutting 
down your own ultimate volume of 
sales. If you sell four pairs to one 
customer, there will be three custom- 
ers who can’t come into your store. 

“With a shortage of shoes, we should 
not have to have shoe sales. Don’t ad- 
vertise sales—advertise your business. 
Tell customers, for instance, that you 
are a neighborhood store, or the hours 
you are open.” 

Nathan Hack pointed out that the 
Michigan R.D.S.A. voted a month ago 

[TURN TO PAGE 36, PLEASE] 














BOOST YOUR INCOME! 


ENJOY THE BENEFITS OF THE 


HEALTH SPOT SHOE SHOP 
PROFIT-SHARING PLAN 


Men who operate Health Spot 
Shoe Shops have a real incen- 
tive to work hard and make the 
most of their ability because 
they are amply rewarded for 
their efforts. 


Under the Health Spot Shoe 
Shop plan, you receive a liberal 
share of the profits you help to 
create, in addition to a regular 
salary. 


It is almost like working for 
yourself, except that you have 
nothing invested, nor are you 
burdened with the many re- 
sponsibilities connected with 
owning a business. 


The Health Spot Shoe Shop 
plan is particularly appealing 
to men who have spent many 
years in shoe retailing but have 
never received much for their 
efforts. 


Mr. Harry W. Sage 


MANAGER 


HEALTH SPOT SHOE SHOP 


1622 Harney Street 
Omaha, Nebraska 


Mr. Sage is a typical successful 
Health Spot Shoe Shop operator 
who is using his past experience 
and ability to the fullest extent 
and at the same time deriving 
full benefit from the profit-shar- 
ing plan. 


MEN WANTED 


We need good men to fill the 
vacancies created by men leav- 
ing for the service. Send for 
your application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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St. Louis Jobs 
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SELL US 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE... ie can give as reference 


any of the 15 leading St. Louis factories. 


M. K. WEIL SHOE CO. 
1326 Washington Ave., St. Louis, Mo. 
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Children's Shoes 


OO Or er ee er 


The C. A. Haines 
Shoes for Children 
IN STOCK 


Flex-A-Proved Cushion 
construction, and 
smooth inside, scientif- 
feally designed; all 22104 
re Write for Cata- White Elk 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
also carried in stock by 
8. Freiburger & Bro. Ce., 
119-121 E. Columbia St.. 
Fort Wayne, Indiana 
Les Angeles, Cal. 


American Shoe oe 

251 W. Jefferson St., 
Detroit 
Jayson Shoe Co. .. . 


EF OF ee OF Or ee 


Romeos 


SO ere, 8 er ere 


$1.6 * ae Black Elk 


Ne. R76 


ZRNOFF SHOE CO.,INC.,101 Duane St#.,N.Y.C 





FRIEND MERCHANT 


“For ten years the Recorder has been 
my greatest teacher," writes a salesman 
in a Vermont shoe store. 

See to it that your salespeople read 
it, for they will then be able to do a 
better selling job for your customers, for 
yourself and for themselves. 
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Shoe Men Attend High Command School 


Ft. Leavenworth, Kans.—Maxey Jarman, president of General Shoe Corporation, 
Nashville, Tenn., and Irving S. Florsheim, president, Florsheim Shoe Company, Chi- 
cago, Ill., are doing their homework together in their quarters at the Command 
and General Staff School, Fort Leavenworth, Kansas, where 87 business and pro- 
fessional men are attending the Army Orientation Course at the invitation of the 
War Department. The purpose of the course is to enable selected business and 
professional men to understand the nation's war problems and their relation to 
total civilian effort. 





New York Association 
Appoints Problems Committee 


ROcHESTER, N. Y.—Appointment of a 
Problems Committee came recently as 
the most necessary service which the 
New York State Shoe Retailers’ Asso- 
ciation can provide in these times for 
shoe retailers. 

William Pidgeon, nationally known 
shoe retailer of this city, was named 
chairman; M. A. Mittelman, who is in 
charge of the I. Miller retail shoe stores 
in Buffalo, Cleveland and Rochester, 
and Jesse Adler, who heads Adler Bros. 
Shoe Corporation of New York, have 
been appointed by Jesse L. Patton, 
chairman of the board, and John W. 
Mills, president. of the association, as 
members of the committee. 

Questions — particularly since new 
federal rules have been made for shoe 
men and new taxes have been imposed 
—have been piling up at headquarters 
offices of the association, with the re- 
sult that the Problems Committee was 
named to provide the most logically 
necessary service which it can give in 
these times. 

Members of the committee are direc- 
tors of the state association as well as 
the National Shoe Retailers’ Associa- 
tion. Mr. Pidgeon is a noted authority 
in problems of shoe retailers; Mr. 
Mittelman is distinguished because of 
his knowledge of shoe styles and shoe 
merchandising, and Mr. Adler has long 
been highly successful in analyzing 
steps to be taken to win success, under 
varying conditions, in the sale of foot- 
wear for men and boys. 


Shoe Stores Move 


Los ANGELES, CALIF.—The Feder 
Shoe Store, which specializes in health 
footwear, has moved from 606 W. Sixth 
St. to the location formerly occupied by 
the Dr. Reed Movable Arch Co. at the 
corner of 8th and Olive Sts. The Dr. 
Reed store is now housed in new large 
quarters on South Hill St. near Sixth 
St. 


Open Permanent 
Sample Rooms 


Los ANGELES, CALIF.—Two well 
known shoe travelers have taken up 
permanent headquarters in the Hotel 
Lankershim: Homer O. Webster, who 
is Hermal’s representative in the Den- 
ver West territory, and Harry Berko- 
witz who has the state of California 
for the Huiskamp Bros. line. Mr. 
Webster was with the H. C. Godman 
Co. covering the Coast for the past ten 
years, while Mr. Berkowitz has been 
traveling California for over twenty 
years. 


To Move Offices 
And Sample Room 


St. Louis, Mo.—With the beginning 
of their 14th year in business, March 1, 
Moulton-Bartley, Inc., will move their 
executive offices and sample room to 
new and enlarged quarters at 1709 
Olive Street. This new location is 
known as the Lesser Goldman building. 
Moulton-Bartley will oceupy the fourth 
floor. ; 
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New York Stores Report 
Good Business 


New YORK—Women’s shoe depart- 
ments in leading stores here report 
homing business for January. Some 
say that business this January was not 
quite as good as a year ago when a tre- 
mendous business followed the declara- 
tion of war. Others show better figures 
for January 1943 than for January 
1942. 

Calfskin, gabardine and patent leath- 
erare all selling. In some stores gabar- 
dine is just beginning to move; in 
others, it is already showing good busi- 
ness. Patent is selling in a very 
limited way as yet, but is slated to be 
yery big a little later. One or two 
stores expect to have some colored 
patent leather shoes a little later. In 
colors in all materials, black is number 
one, followed by tan and then by navy. 
Some stores report that navy is doing 
exceptionally well. Stores that have 
tan and white spectators are selling 
them now to be put aside for next Sum- 
mer’s wear. Where red and green are 
available they are selling. 

In types, both dressy and utility shoes 
are selling. The trend to lower heels 
is noticed in some dressy as well as 
“service” shoes. 14/8 and down was 
how one store defined lower heels. Two 
stores reported their baby lasts as doing 
very good business. Pumps in both 
dressy shoes and tailored types on wall 
lasts are favorites. One store noted 
a marked trend to better shoes. 


Over One Thousand 
Years of Service 


QuEBEC, P. Q.—The directors of the 
John Ritchie Company, Ltd., recently 


called together 37 of their employees 
who had been with the firm for twenty- 
five years or more, and to show their 
appreciation of such long continued and 
faithful service, presented each with a 
gold watch suitably engraved. This 
group then organized a Quarter Cen- 
tury Club and elected J. E. Warrington 
as honorary president, M. J. Sheehy as 
president, James Davis as vice-presi- 
dent, Miss M. Arkison as secretary. 

On behalf of the directors, Mr. 
Sheehy congratulated the members of 
the new club, thanked them for their 
loyalty over such a long period and at- 
tributed in a large part the success of 
the firm, to their faithful cooperation 
over sO many years. 


E. L. Neilson Elected 
To Laboratory Foundation 


New YorK—Edwin L. Neilson, vice- 
president of the American Oak Leather 
Company, Cincinnati, Ohio, has been 
elected a director of the Foundation of 
the Tanners’ Research Laboratory, to 
succeed Charles S. Walton, Jr., of 
Philadelphia, Pa., resigned. 

Mr. Neilson has been a member of 
the Research Laboratory Committee 
for a number of years and has always 
taken a keen interest in the research 
program carried on at the Tanners’ 
Council Laboratory connected with the 
University of Cincinnati, Cincinnati, 
Ohio. The other members of the Foun- 
dation are: Ernest Griess, president; 
Percival E. Foerderer, vice-president; 
George B. Bernheim, treasurer; J. 
Louis Nelson, secretary; David B. Eis- 
endrath, Sedgwick Kistler and F. Stur- 
gis Stout. 





Shoe Department Reproduced in Window 


St. Louis, Mo.—By reproducing a section of their shoe department in their window 
the Boyd-Richardson Company made a very interesting display of all the men's 
thoes they carry. A wax figure representing a man looking at a new pair of shoes 
on his feet was sitting in a prominent place, while against the back wall stood 
four shelves of shoe boxes on which were clipped slippers of various sizes, colors, 
aad styles. Arranged in a semi-circle around the floor of this window lay white 
thoe boxes with an oxford on every box. On each shoe was a notice with a short 
description of the style and leather. A card in this display read, “All good names 
in shoes at Boyd's." 
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Holliston, Massachusetts - Union Made 
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High Heels 

K 3454 Black Patent 
Leather Plain Vamp 
K 3452 Black Patent 


Girdle 
Pump santas Perforated 


amp 

M 3424 Blue Smooth 

Leather Perforated 
Vamp 

_" T 3422 Tan Smooth 

Leather Perforated 

Vamp 

Ww s452 White 

Smooth Leather Per 

forated Vamp 


Cuban Heels 
K 3459 Black Pat- 





ent Leather Perfo- 
rated Vamp 

T 3425 Tan Smooth 
Leather Perforated 
Vamp 
Ww 3459 
Smooth Leather Per 
forated Vamp 


$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Carton Labels 


Hex VE YOUE OUR 
CARTON LABEL 
ek: EVEL JOR REQASCIL 


TOLMAN- DAVIDSON 


—ADVERTISING PRESS 
BROCKTON, MASS. 
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Bowling Shoes 


er 


$7.90  somine suors 


up and OXFORDS 
2 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles 
Right foot rubber sole 
Left foot leather sole 

SEND FOR 

CATALOG 


| 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Western Boots 
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APPROVED UTILITY STYLE 


3h 75 


® SOLID COLOR 
® ALL BLACK or 
® ALL BROWN 
AS ILLUSTRATION 
EXCEPT LESS 


STITCHING AND 
cuTouTs 


SIZES 6-12 





ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C. 
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Mexican Huaraches 


6 6 ee er 


OAXACA STYLE HUARACHES 


FROM GUADALAJARA, 
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AMERICA’S MOST POPULAR 
SELLING SHOES 


fF. O. B. ST. LOUIS 
REGULAR 36 PR 
CASE LOTS ONLY 
4108 
SCHNEIDER SHOE CO. 
1404 WASHINGTON AVE. 
ST. LOUIS, MO. 
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Military Oxfords 
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saan COLORED 





SIZES 6-12 


No. 684 Military Footwear 


ARNOFF SHOE CO.,INC., 101 Duane S#.,N.Y.C 
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War Prices Board Surveys 
Canadian Shoe Retailing 


MONTREAL, CAN.—The “first intel- 
ligent survey” of the shoe retailing 
business ever undertaken in Canada 
had been made by the management 
service division of the Wartime Prices 
and Trade Board, a meeting of the 
Montreal shoe retailers was told by 
George S. Hougham, of Toronto, Do- 
minion Secretary of the Retail Mer- 
chants Association of Canada, recently. 

He believed that shoe retailers would 
profit, especially during the post-war 
period, from the material brought out 
through the survey. He cited the in- 
vestigation as a reflection of the Prices 
Board aim to protect and help trade 
in Canada as well as control it and 
prevent inflation by the price ceiling. 

“The aim of the Wartime Prices and 
Trade Board is to hand back to the 
people of Canada when the war is over 
their business structure as intact as it 
was before the war,” Mr. Hougham 
said. 

He emphasized that it was not the 
policy of the board to put any retailer 
out of business. “It is rather to offer 
every retailer in the country, large or 
small, an opportunity to cut his busi- 
ness practices according to wartime 
conditions, and to remain in business 
for the duration,” he added. 

The Prices Board existed because of 
a desire on the part of the government 
to maintain the business structure of 
the country in the face of wartime con- 
ditions, he said. Its policy of simplifi- 
cation was one important method of 
performing that function. Many Cana- 
dians believed that the board existed 
simply as an enforcement agency for 
its own regulations, he noted, but that 
was far from the case. The Manage- 
ment Service Division, Mr. Hougham 
stated, was proving its worth by aiding 
many branches of retailing. 

A booklet issued by the National 
Shoe Retailers’ Association, entitled “A 
Wartime Plan for the Footwear Men” 
prepared after the management service 
survey, was distributed to the retailers 
and aspects of simplification suggested. 

J. L. Devine spoke on questions of 
expenses and markdown. “You must 
be prepared for a curtailment of vol- 
ume,” he said, “and it is up to every 
retailer to control his markdown so 
that he still can sell at a profit.” 


Named President and 
General Manager 


SEATTLE, WASH.—Frederick & Nel- 
son, one of the leading shoe outlets and 
department stores of the West, has a 
new president and general manager in 
the person of William §S. Street. Mr. 
Street succeeds to the position vacated 
recently by W. H. St. Clair on the oc- 
casion of his retirement. Mr. St. Clair 
had had a vast amount of experience 
with other leading department stores 
of the West having well-developed 
shoe departments, such as Olds, Wort- 
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The GARRISON OXFORD 


$3.25 wn stock 


SAME LAST 
PATTERN. 
LEATHERS 
AS ARMY 
OXFORD 











A-8E, 

5-14 
Also other dress welts—$2.65 up 
Athol, 


MONARCH SHOE CO., 


Mass. 


man & King of Portland, Ore., and pre 
viously with the Denver Dry Goods Co. 

Mr. Street has been promoted in the 
store from assistant general manager, 
and is well known to the shoe trade. He 
began his career with Hale Brothers in 
California, becoming later general mer- 
chandise manager of The Boston Store 
in Milwaukee, Wis. From that position 
he joined the executive staff of Fred- 
erick & Nelson. 


Griffin Named Store Manager 


PORTLAND, Mg.—Walter C. Griffin, 
veteran retail shoe man, has given up 
his duties as district manager of the 
W. L. Douglas Shoe Co., to take over 
active management of the firm’s Port- 
land store located at 553 Congress 
Street. 

Mr. Griffin, who has been employed 
by the W. L. Douglas Co. for 31 years, 
is a resident of South Portland and a 
member of Stewart P. Morrill Post, 
No. 35, American Legion. 


Dealers Discuss 
Shortages, Rationing 


[CONTINUED FROM PAGE 33] 


to discourage such multiple sales. 

A letter from the local OPA office 
was read, pointing out that some man- 
ufacturers have suggested list prices, 
but that individual retailers cannot use 
them if they exceed their own ceiling 
prices. Walter Magee commented, 
“There are many salesmen on the road 
passing out wrong information because 
they are interested in selling shoes. 
You cannot sell at such a price just 
because some else. is.” 


Boot and Shoe Recorder 
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FRENCHEE CHEMICAL CO. 


MIDWEST DISTRIBUTOR: KEEHN BROS., 219 W. MONROE ST., CHICAGO 


FREE display with each gross order. 
on gross lots east of the Mississippi. 


107-33 Van Wyck Bivd. 
Richmond Hill, WN. Y. 


oe fe  FLOLLYWOOD 


nner sie STAIN SHOE POLISH 


Order a trial gross, assorted colors. 
Black, Dark Brown, Tan, Neutral, Oxblood, 
Antique Redwood, Antique Walnut and Blue. 





Providence Stores Closed 


To Save Fuel 


PROVIDENCE, R. 1.— Retail shoe 
stores, along with other retail business, 
dosed their doors Jan. 25 for the first 
Monday closing, as ordered by Gov. 
J. Howard McGrath under additional 
wartime powers granted him by the 
state legislature. Solely to save fuel, 
the order will be effective throughout 
the heating season. Although aimed 
specifically at saving fuel oil, supplies 
of which are drastically low in this 
area, the order applies to all retail 
stores, whether they are heated by oil 
or coal. 

The order applies to all types of re- 
tail stores and services, excluding only 
drug and periodical stores, where sales 
are limited. While some shoe retailers 
would have preferred closing Monday 
mornings and making up additional 
time by opening a little later each 
morning, support of such a plan failed 
to accumulate. The effect on sales is 
yet to be seen. Retailers generally en- 
joy a good business Monday afternoons 
although most dealers believe this will 
come in on Tuesdays, since all stores 
are closed and none will benefit from 
undue competition. 





Joseph Lucchese 


Vicror1a, TEx.— Joseph Lucchese, 
retired bootmaker of Victoria, died at 
his home four days before his eighty- 
second birthday. 

Mr. Lucchese was born in the Vicari 
Province of Palermo, Sicily, in 1861, 
and at the age of 20 came to the United 
States. He became a bootmaker and 
for many years lived in San Antonio; 
42 years ago he moved to Victoria. 

Surviving are his widow, Mrs. Anna 
Lucchese; two sons, G. Lucchese of 
Victoria, and Sam F. Lucchese of At- 
lanta, Ga.; two daughters, Mrs. A. T. 
Sengele of San Antonio, and Mrs. 
W. C. Polka of Yoakum; one sister, 
Mrs. Annie Pascarilli of Escondido, 
Cal., and four grandchildren. 

Burial was in the Catholic Ceme- 
tery, Victoria. 
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Trade Literature 





Attractive Mailing Pieces 
From General Shoe Corp. 





New York.—The above catalogs of the 
Fortune and Jarman lines have recently 
been released by General Shoe Corp., 
Nashville, Tenn. The Jarman catalog is 
in the form of a playbill, with several 
shoes from the line featured as charac- 
ters in the play. Attractive illustrations, 
with suggestions for window display, 
newspaper advertising, direct mail and 
radio promotion are included in the 
book. The Fortune mailing piece is built 
around the theme, “Step into a Fortune”, 
and contains workable suggestions for 
advertising by the retail shoe store. 





International Braid 
Commemorates 150th Year 


PROVIDENCE, R. I.—Commerating its 
one hundred and fiftieth anniversary, 
the International Braid Company has 
presented its friends with an artisti- 
cally designed oak plaque, inscribed 
with the American Bill of Rights in 
black and gold. A booklet has also been 





Freight prepaid 
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issued in honor of the event with the 
following message: 

“In extending to you Our Greetings 
for 1943 we recall with pardonable 
pride our establishment in 1793 and 
the intervening One Hundred and Fifty 
Years of peace and war, during which 
period of time we have, through the 
loyal cooperation of management and 
workers and the good will of our many 
customers and friends from generation 
to generation, achieved so notable a 
place in the Narrow Fabrics Industry 
of this Great Nation.” 


Detroit Retailers Weigh 
Color, Material Situation 


Detroit, MicH.—Discussion of col- 
ors and materials in forthcoming sea- 
sons has become a major theme with 
leading local shoe men, because of war- 
time conditions. C. Guy Dixon of the 
J. L. Hudson Company, just back from 
a trip to the shoe manufacturing cen- 
ters, commented, “Most Eastern manu- 
facturers will not take on an order for 
white shoes. There is talk about dis- 
continuing white shoes for this year. 

“But I think that most of us who 
have been treating manufacturers 
right will get shoes; not all we want or 
perhaps just the kind we want, of 
course. There is talk, for instance, of 
restricting blue leather, so that by cut- 
ting down the number of colors, there 
will be enough leather to go around. 
We might be better off by cutting down 
the volume of white shoes this year. 

“There is talk among some other 
manufacturers of forgetting seasons 
entirely, so that they will be delivering 
black shoes in May or June even.” 

Walter H. Magee of the Crowley 
Milner Company, discussing color and 
supply problems, said, “Some manu- 
facturers are going to have to cancel 
out deliveries on black shoes, in order 
to make white shoes for some of their 
accounts. They now have enough black 
orders to take up their entire produc- 
tion capacity till mid-Spring. And we 
retailers are going to be willing to take 
black shoes later, too.” 

















SALESMEN WANTED 


POSITION WANTED 





SALESMAN with offices in Marbridge Build- 

ing, New York City, wanted to represent 
manufacturer of Women’s Play Shoes. Ad 
dress #729, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 





SIDE LINE SALESMAN WTD. 


oO PPORTUNITY, MANUFACTURERS 
Men’s, Boys’, Ladies’ Moccasins, and 
Men’s, Boys’ Work Shoes, well established west 
coast; acquainted Department Stores, best grade 
men’s shoe stores. Draft exempt; write fully 
Address #731, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 








OMEN’S LOW PRICED SPECIALTY 

LINE, in stock, Washington, Oregon and 
Western Idaho; twenty-three years on this ter- 
ritory; draft exempt; good references from my 
present connections; Lines well established. Ad 
dress #732, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





HELP WANTED 


TTENTION, RETAIL SHOE SALES- 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to capi- 
talize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 








LINE WANTED 


W UENSCH SURGICAL COMPANY of East 

Orange, New Jersey, wants exclusive line 
of infants’, child’s, misses’, and growing girls’ 
shoes. Also boys’ shoes. Top quality only. 











Stores Stress Shoe Repairs 


SAN FRANCISCO—To aid in the con- 
servation of leather many shoe stores 
are operating repair departments for 
customers, and are carrying display ads 
in the newspapers urging the half sol- 
ing of shoes to increase their life. Some 
stores set aside one day each week for 
special prices on repairs. 





S HOE STORE BUYER AND MANAGER 

available; Ladies’ Shoes, all grades; 15 years’ 
experience every phase of shoe business, in- 
cluding field man or store checker for Chain 
or Local Store or Department. Draft exempt; 
go anywhere. Address #724, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
a. YF. 





VAILABLE MARCH Ist: Age 38; 18 years’ 

experience in retail shoe store Managing, 
Buying and Window Display work. At present 
Managing Large Volume New York City Store. 
Prefer locating out of Metropolitan § area. 
RICHARD J. KENYON, 353 West 85th Street, 
New York City. 





UYER AND MERCHANDISER AVAIL 

ABLE; 30 years’ experience, all grades; 
store with volume upward of $50,000; location 
Middle West or West. Independent, Gentile, 
store only consideration. Address #730, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y 





HOTELS 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 














FOR SALE 


FAMILY SHOE STORE FOR SALE; most 
ly women’s Shoes; clean stock; $60,000 sales 
in 1942; very low rent; stock will inventory 
about $25,000. Poor health of proprietor rea 
son for selling. Address #728, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











Pete Ware Back in Harness 


Cuicaco.—H. L. (Pete) Ware, vet- 
eran member of the Chicago Shoe 
Travelers’ Association, is back on the 
job and calling on the trade again 
after an illness of several weeks. Mr. 
Ware represents the Marion Shoe Di- 
vision of Daly Bros. 


—— 


WANTED TO PURCHASE 


WE WILL BUY FOR CASH and pay high 
est prices; Women’s rubber footwear such 

as velvet fur trim arctics; flight and colleg 

boots; zip arctics; Russian boots, etc. Write 

f details. JANIS JAY’S SHOES, 

509 Main Street, Buffalo, N. Y. 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


3¢h S? Philadeiphic. Pa 


| 
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SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shees fren 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and S878 and 5678 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases a 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 











WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Boe 
tonians, Stetson, Red Cross, Nunn-Bush, Bte. 

IRVIN RUBIN 
“The House of Jebse”’ 
88 Reade St., Cor. Church 

Phone Barclay 7-7887 New York Oity 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 


each word of the address should be counted. 


The rate for all display classified advertisements is $5.00 an inch with o maximum of 46 words. 


Classified advertising is payable in advance. 


© Advertisements for this page must be in our New York Office on Friday of the week preceding publication “ 
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The Case of the Specialized 
Juvenile Shoe Shop 


(CONTINUED FROM PAGE 21) 


gas rationing books has made a hit, 
especially when the name of the cus- 
tomer is stamped on the case. 

Gin Rummy score pads with the 
store’s message in small, readable type 
brings in steady personal requests for 
more pads. Blotters, good enough so 
they won’t be thrown away, keep the 
store’s name near the family check 
book. 


No open box of cigarettes on the 
store’s smoking stands, but the hand- 
ing of two cigarettes packed in an in- 
dividual box which carries the store’s 
name brings a word of approval from 
the recipient. 


Right now an idea taken from Boor 
AND SHOE RECORDER is receiving a tre- 
mendous play—“The Children’s Boot- 
ery Galosh and Rubber Exchange”. 
A rack holding pairs of worn galoshes 
with the sizes plainly marked, is con- 
sidered a worthwhile endeavor in con- 
serving rubber by our community. 


Back of all these promotional stunts 
is one basic thought—the store’s slogan 
which is the very cornerstone of the 


FREE DEAL ON 

DR. SCHOLL’S 

FOOT POWDER 
Each Unit Deal consists 


of 13 cans —7 with and 
6 without mailing boxes. 


YOU PAY FOR ONLY 12 


Complete with Counter Dispenser 


$2 7 Sg Retail, 


Fi FAST-SELLING “‘SEND-IT- 


REE DEALS ov Dr Scholls 


FREE DEAL ON 
DR. SCHOLL’S 
FOOT BALM 
Each Unit Deal consists 


of 13 jars—7 with and 
6 without mailing boxes, 


YOU PAY FOR ONLY 12 


Complete with Counter Dispenser 


$275 "sc! 





35¢ 


Send your order at once 
THE SCHOLL MFG. CO.., Inc. 


business—“A Foot Well Fitted is a 


Foot Well Protected.” 


Former Shoe Man 
Awarded D.S.C. 


Houston, TEXAS—First Lt. Manford 
C. Susman, bombardier, formerly of 
Vogue Shoe Store, was recently 
awarded the Distinguished Flying 
Cross for outstanding aerial achieve- 
ment. 

Lt. Susman, 28, is the son of Mr. and 
Mrs. Max Susman, and a brother of 
Harry Susman, president of Vogue 
Shoe Shop. He is a graduate of San 
Jacinto High School and for two years 
attended Southern Methodist Univer- 
sity. In January, 1940, he left the firm 
to enter the Army as an air cadet and 
has been abroad since about July 15. 

About 81 air officers and noncom- 
missioned officers, from all sections of 
the United States, were so distinguished 
in the early part of this month, each 
recipient of the D.S.C. having at least 
200 hours of operational flight against 
the Axis in the Middle East. The 
crosses were presented by Major Gen. 
Lewis H. Brereton, commander of the 
United States air forces in the Middle 
East; the citations were read by Brig. 
Gen. Patrick W. Timberlake. 





SHOES and 





STOCK NO. 
300 
“CEILING PRICE 
$4.50 
OUR PRICE 
$4.5C 


Actual size 


Book of 1452 
markers will 


mark 726 pairs. 











HANDY PRICE STICKERS for 


100 to a perforated sheet; width 
to fit your typewriter 


Check, M.O., or C.0.D. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 


CARTONS 


Shoe 


12 sheets 
gummed and per- 
forated to a book. 


1452 
Price Markers 


$2.00 


TO-THE-BOYS-IN-SERVICE”’ 


FOOT POWDER 
and FOOT BALM 


*HOT, TIRED FEET! 


i 








213 W. Schiller St., Chicago « 62 W. 14th St., New York 


Women Turn to Alligator 
And Patent Leather 


SAN FrRaNcisco—The smart women’s 
shoe stores are stressing alligator 
shoes, which are smart looking and soft 
but at the same time long wearing and 
comfortable for walking. They are 
shown in high heel, boulevard heel and 
walking heél, in rich brown, black or 
mottled gray java. 

Patent leather shoes are also popular 
because they look like spring, are per- 
fect accessory to print dresses or soft 
suits, and are comfortable. One store 
is featuring “baby shoe” lasts, to make 
the foot look tiny, with round toes and 
high heels. 


Black Shoes for Spring 


SPOKANE, WASH.— Black shoes in 
dressy styles were featured in the first 
lerge window display at the Crescent 
department store, heralding Spring. In 
fact, the theme of the window was 
“black and white for Spring,” and 
showed early Spring dresses in black, 
worn with black shoes and white gloves. 
The dresses were in each case trimmed 
with white colors and cuffs in sheer 
and eyelet material. 


- New Edition Now Ready 
1943 


Directory of 


Manufacturers 


40th ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (2% x 5%) 
Many More Changes Than Ever Before 


$2.00 
ORDER TODAY 


POST 
PAID 
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AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
Tel. Liberty 0190-0520 


BOSTON, MASS. 


39 








EE ES 





FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a probiem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 


BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read- each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





St. Louis Market 
Reports Heavy Sales 


[CONTINUED FROM PAGE 31] 


salesmen are off the road. Even small 
sectional group-buying meetings have 
been curtailed. This, to some extent, 
may account for the great increase in 
buyers coming to market. 

A cross-current in the movement of 
shoes is seen in the recent lowering of 
inventories on the part of some impor- 
tant department stores and chains, by 
selling the jobbers quantities of “sur- 
plus shoes.” The forthcoming inven- 
tory control system of the government 
might be working. 

The middle of January saw the shoe 
last makers of St. Louis wind up pro- 
duction on orders received since M-217 
—orders which were primarily for the 
purpose of readjusting the shoe manu- 
facturer’s equipment to conform to the 
provisions of the WPB edict. To them 
M-217 meant the loss of approximately 
75 per cent of their civilian volume. 
Government orders to some extent have 
served to keep these plants intact up 
to this time, but from now on, their 
picture is anything but bright. 

Another phase of shoemaking that 
has been hard hit by M-217 is pattern 
manufacturing. St. Louis has five such 
plants. With shoe patterns frozen, 
these plants have been forced to curtail 
operations and to cut overhead costs 
to a minimum in order to remain in 
business. What volume they now enjoy 
is in replacements and corrections of 
old patterns permitted under M-217. 





When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 
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ALLIED KID COMPANY, New York, Boston, Philadelphio 
AMERICAN SHOEMAKING, Boston, Mass. 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE CO., INC., New YORK CITY 

BARSH & CEASAR, Philadelphia, Pa. 

BASS, G. H., & CO., Wilton, Me. 

BECKWITH MFG. CO., Dover, N. H. 

CAMITTA SHOE COMPANY, Philadelphia, Po. 
CURTIS SHOE CO., INC., Marlboro, Mass. 

FIELD & FLINT CO., Brockton, Mass. 

FLORSHEIM SHOE COMPANY, Chicago, Ill. 
FRENCHEE CHEMICAL CO., Richmond Hill, N. Y. 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO., Holliston, Mass. 

GROVES SHOE COMPANY, Chicago, Ill. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HOTEL ATLANTIC, Chicago, Ill. 

JARMAN SHOE COMPANY, Nashville, Tenn. 
JULIAN & KOKENGE CO., THE, Columbus, O. 
KIRSCH-BLACHER CO., INC., New York City 
MEXICO COMPANY, THE, Calexico, Cal. 
MILLER, O. A., TREEING MACHINE CO.., Plymouth, N. H. 
MONARCH SHOE CO., Athol, Mass. 

PEPPERELL MFG. CO., Boston, Mass. 

RICHLAND SHOE CO., Nashville, Tenn. 

RUBIN, IRVIN, New York City 

SCHNEIDER SHOE CO.., St. Louis, Mo. 

SCHOLL MFG. CO., THE, Chicago, Ill. 

SUPERIOR SHOE CO., Chicago, Ill. 

TEXTILE BANKING COMPANY, New York City 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
WEIL, M. K., SHOE CO., St. Louis, Mo. 
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